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DISABILITY CLAUSE IS 
DISCRIMINATORY: SMITH 





Wisconsin Official Points to Gain 
and Loss Exhibits of 
Life Companies 





WANTS STANDARDIZATION 





Now In Contravention of Wisconsin 
Statute—Companies Should Line 
Up With Law 





MADISON, WIS., Sept. 8.—Speaking 
before the agency convention of the Na- 
tional Guardian Life here last week, W. 
Stanley Smith, Wisconsin commissioner, 
reviewed his campaign to eliminate the 
discrimination which he believes the un- 
derpriced disability clause levies against 
policyholders in participating companies, 
and pointed to the gain and loss exhibit 
to substantiate his views. He said: 

“I wonder whether all of you realize 
the full extent to which the total and 
permanent disability clause in life in- 
surance policies has made itself felt in 
the offices of the companies. The sta- 
tstical tables given in the Connecticut 
surance report for the year 1923 show 
that 33 life companies report a premium 
income for disability benefits of $16,408,- 
331, which is more than the entire pre- 
mium income of 18 out of the 33 com- 
panies. The payments made in 1923 by 
these companies for disability benefits 
amounted to $5,606,380, which is more 
than 20 out of the 33 companies paid in 
death claims. It is estimated that from 
60 percent to 70 nercent of the policies 
now being issued to standard lives in- 


clude disability benefits and that this 
percentage would be larger were the 
eneht granted to all applicants. 

Says Clause Discriminatory 
“My interest in this provision was 


aroused shortly after taking over the in- 
surance commissionership. I prepared 
two papers which were read before the 
National Convention of Insurance Com- 
missioners in April and December, 1924, 
im which I stressed two points, first that 
the clause as it is written in the policies 
now being issued is in contravention of 
the Wisconsin Statutes. Section 201.05(3) 
permits the inclusion of a clause which 
Provides for benefits ‘in the event that 
the insured shall become totally and 
Permanently disabled from any cause.’ 
This presupposes total and permanent 
suabitity which is established as such. 

t does not mean the form of disability 
which covered by the policies oi 
health and accident companies. My sec- 
ond point was that the clause operates 
m a discriminatory way against those 
policyholders of the company who do 
hot apply for it. I think the figures 
Prove that the payment of disability 
benefits are an encroachment on the 
funds of the latter class. 

“The gain and loss exhibits of eight 
life companies which write by far the 
Steater amount of disability business 

(CONTINUED ON PAGE 32) 
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HE unusual program coupled with 

the entertainment that is being pre- 
pared by the Kansas City Life Under- 
writers Association is likely to result in 
the greatest gathering of underwriters 
when the convention of the National 
Association of Life Underwriters opens 
in Kansas City, Mo., Sept. 29, for its 
four days’ session. 

The regular sessions of the conven- 
tion will be held in the Orpheum The- 
ater, while the headquarters and the 
committee meetings will be held at the 
Hotel Muehlebach. 


Meeting of Executive Committee 


The convention proper will be pre- 
ceded on Sept. 28 by a meeting of the 
national trustees at 8:30 o'clock in the 
morning to be followed at 10 o’clock by 
the annual meeting of the executive 
committee, made’ up of the representa- 
tives of every local association affiliated 
with the National association. Chair- 
man of the Executive Committee Gra- 
ham C. Wells, of New York City, has 
sent out his call for this meeting, which 
will take up matters of unusual impor- 
tance and review the work of the na- 
tional trustees. 

The convention program is: 

Annual Meeting Executive Committee 

Sept. 28, at 10 a. m. 
Tuesday Morning Session 





Sept. 29—9:30 a. m. to 1 p. m. 

Life Insurance to Help Education— 
Frank L. Jones, chairman. 

9:30 a, m. i ing. Led by Roy Wil- 
liams, Oklahoma City. 

9:40 a. m.—Invocation. 

9:45 a. m.—Opening of Convention by 
President John William Clegg. 

10:00 a. m.—Educational Needs of 
America. (a) Address by Chancellor 
Ernest H. Lindley of the University of 


Graven- 
Aetna 


(b) Discussed by H. P. 
gaard, manager, Sales Training, 
Life Insurance Company. 

10:40 a. m.—Insurance of Students and 
Alumni for the Benefit of the Alma 
Mater. By James B. Kavanagh, second 
vice-president, Metropolitan Life. 

11:10 a. m.—General discussion. 

11:25 a. 

11:30 a. 
Life Insurance. 
St. Louis, Mo. 

11:50 a. 

12:00 m.—Guaranteeing 
of the Child by Insuring 
By Miss Josephine B. Lincoln, 
City, and by F. W. Ries, Jr., Pittsburgh, 
Pa. 

12:20 p. 


Kansas. 





Endowment and 
Morton, 


m.—College 
By Stratford L. 





the Education 
the Parent. 


m.—General discussion. 

12:30 p. m—Remarks by George T. 
Wight, secretary and manager of the 
Association of Life Insurance Presidents. 

12:40 p. m.—Remarks by George Gra- 
ham, president American Life Conven- 
tion. 

12:50 p. m.—Announcements—Appoint- 
ment of nominating committee. 

1:00 p. m.—Adjournment. 

. > > 
Wednesday Morning Session 
In charge of Franklin W. Ganse, Boston, 
Sept. 30—9:30 a. m. to 1:00 p. m. 

How Trust Companies Can Help Life 
Underwriters. Alexander C. Robinson, 
chairman, president of Peoples Savings 
& Trust Company of Pittsburgh. 

9:20 a. m.—Singing. 

9:35 a. m.—Invocation. 

9:40 a. m.—Cooperation Between Life 
Underwriters and Trust Companies (il- 
lustrated by slides), Edward A. Woods. 

10:15 a, m.—Stretch and sing. 





10:20 a. m.—Our Experience in Co- 
operating with Life Underwriters, by 
John A. Reynolds, assistant vice-presi- 
dent Union Trust Company, Detroit. 
0:55 a. m.—The Mutuality of the Prob- 
, by Alexander C. Robinson. 

720 a. m.—Questions and discussion. 
11:45 a. m.—Stretch and sing. 

55 a. m.—Short play presented by 
George W. Ayars and associates of Los 
Angeles. 

12:25 yp. 
Franklin W. 
Boston. 

12:35 p. 
of Convention 
sioners. 

12:45 p. m.—Business session: 
of Nominating Committee and 
tions of Executive Committee. 

12:55 p. m.—Announcements. 


«.009 
1:00 p. m.—Adjournment. 
> . . 


m.—Discussion closed 


Ganse, Columbian 


by 


m.—Remarks: 
of 


Representative 
Insurance Commis- 


Report 
Resolu- 


Wednesday Evening Session 


In charge of Griffin M. Lovelace, 


New York University. 
Sept. 30—7:30 p. m. to 11 p. m. 

Agency Building Session—The Value 
of Training for the Experienced as Well 
as the New Underwriter. 

7:30 p. m.—Singing. 

7:35 p. m.—lInvocation. 

7:40 p. m.—Address: The Value of 
Training. 

8:10 p. m.—College Training Courses. 

8:30 p. m.—General discussion. 

8:40 p. m.—Y. M. C. A. Course: Discus- 
sion led by A. H. Myer, director Dept. of 
Commerce, United Y. M. C. A, Schools. 


9:00 p. m.—General discussion. 

9:10 p. m.—Company Training Courses. 
Discussion. 

10:20 p. m.—Correspondence Courses. 
Discussion. 

10:30 p. m.—Remarks: Oliver Thurman, 
chairman of Life Agency Officers Assn. 

10:40 p. m.—Announcements. 

10:45 p. m.—Adjournment. 

>. . . 


Thursday Morning Session 





| BEHA 


National, | 


RULES REGARDING 
DIVIDEND PUBLICITY 





New Yorker Says Announcement 
Can’t Be Made Before a 
Month Ahead 


MUCH STRIFE IS FOUND 


Companies Have Been Giving Advance 
Material so That Agents Could 
Use It Effectively 


New York 
shall not 


Beha of 
companies 


Superintendent 

that life 
their dividends more than 30 
days the when the first 
dividend so announced is payable. Mr. 
Beha taken the competi- 


has ruled 
announce 
prior to date 


has notice of 


| tive strife among companies in announc- 
ing dividends for the next year nine or 


ten 


| years 


Oct. 1—9:30 a. m. to 1 p. m. 
Paul F. Clark, chairman. 

The Value of a Clientele, 

9:30 a. i ing. 

9:40 a. m.—Invocation. 

9:45 a. m.—The Client—The Chief As- 
set of the Professional Man, by Ira 
Fisher, St. Louis, Mo. 

10:15 a. m.—Stretch and sing. | 

10:20 a. m.—The Initial Duty of Life 
Underwriter to His Client. 

10:40 a. m.—Discussion led by Charles 
| C,. Gilman, Boston. 


Oklahoma | 


A. Delivering the Policy—J. Welburn 
Brown, Louisville, Ky. 

B. Supplying various insurance needs. 
Series of 2-minute sales-talks giving 


| presentations of uses of policies. 


Protection: 
m to clean 


Family 


(1) 8 up indebtedness— 


Charles F. Linder, Oklahoma City Assn. 

2. Monthly income for wife for life— 
Henry Camp Davis, Dallas, Texas. 

(3) Monthly income for father and | 
mother—R. U. Darby, Baltimore, Md. 

(4) Mortgage Insurance — Vaughn I. 
Griffin, Mason City. 

(5) Educational Endowment—Warren 
P. Hosmer, Boston. 

(6) Blessings for Your Daughter— 
Henry C. McNamer, Chicago. 

(7) Opportunities for Your Boy. 

(8) Perpetual Christmas Gift—James 
W. Edgerton, Trenton, N. J. 

(9) Monthly income for an invalid 
you have befriended. 

(10) Guaranteeing comfort to you 


and your wife as you grow old together 
—John Dolph, Washington, D. C. 
(11) Lump sum to cover expenses of 


(CONTINUED ON PAGE 30) 


before they are payable. 


This has been particularly noticeable in 


months 


1925. Companies began announcing 
their 1926 dividend scales early in the 
spring. Agents used this in competi- 
tion. The announcement by the first 
company was followed by those of 
other companies. Each company felt 


that it had to keep up with the proces- 
sion. 


Nonparticipating Rates Reduced 


The competition among mutual com- 
panies themselves has undoubtedly led 
to nonparticipating companies reducing 
rates. Owing the fine mortality ex- 
perience of the last two or three years, 
companies have been able to make large 
profits. A large new business was writ- 
ten which has brought down the age 
level and of course tended to overcome 
the mortality of the higher ages. Com- 
panies have been pushing strong for 
new business, resulting in immense vol- 
umes being written. The mortality ex- 
perience during the last two or three 
has been the lowest on record. 
The competitive strife gets net cost 
down to the lowest possible notch and 
has resulted in companies going to all 
another. 


lengths to outdistance one 
The policyholders of course have been 
the beneficiaries of this low net cost 


campaign. 
Will Seek Outside Territory 


Some of the smaller companies say 
that their work will have to be con- 
fined largely to the country districts be- 
cause in the cities the larger companies 


with their low net cost are attracting 
wide attention. Superintendent Beha in 
his announcement says: 


“It has been called to my attention 
that a number of companies have an- 
nounced dividends which have been de- 


clared, or have announced dividends 
which have been proposed for declara- 
tion, many months before the time 


when such dividends are first payable 
In some cases such announcements 
have appeared practically a year before 
the beginning of the dividend payment 
year for the dividends in question. 
|W hen such a company pays a dividend 
(CONTINUED ON NEXT PAGE) 
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CASE WAS REMANDED 


COMPANY DENIED LIABILITY 


Question of Whether Insured Was in 
Good Health at Issuance Held 
One for Jury 





In Life & Casualty vs. Hendon, Court 
of Appeals of Kentucky, 273, S. W. 
469, the company issued a life policy to 
Hendon. The policy, among other 
things, contained the following provi- 
sion: “No obligation is assumed by the 
company prior to the date hereof,’ nor 
unless on said date the insured is alive 
and in sound health.” 

The policy was issued Feb. 19, 1923, 
and the insured died June 2, 1923. The 
company thereupon denied _ liability 
claiming that the insured died of tuber- 
culosis and that he was not in sound 
health when the policy was issued. 


Had Received Benefits 


The evidence tended to prove that 
the insured had been receiving weekly 
benefits from another insurance com- 
pany on a policy up to the week before 
he took out the policy in suit. It was 
also shown that he had not worked for 
some time, and that he had been abed 
a part of the time about the time the 
policy in suit was taken out. There was 
medical testimony to the effect that the 
insured was suffering from tuberculosis 
a few months prior to the issuance of 
the policy. 

On the above state of facts the trial 
court took the case from the jury and 
directed a verdict for the plaintiff bene- 
ficiary. On appeal the higher court 
held that the trial court erred in in- 
structing the jury to find for plaintiff 
and that the question of whether the 
insured was in sound health at the time 
the policy was issued to him was a 
question of fact and should have been 
submitted to the jury. The judgment 
in favor of the plaintiff was thereupon 
reversed and the case sent back for a 
new trial. 


BEHA RULES ON DIVIDENDS 
(CONT’D FROM PRECEDING PAGE) 
at the end of the first policy year it is 
apparent that this procedure enables 
the agent to tell a prospect, in solicit- 
ing insurance, what the first dividend 

will be before the policy is issued. 


Contrary to Law 


“In my opinion this practice is con- 
trary to Sections 83 and 89 of the New 
York insurance law. I have therefore 
decided to rule that announcement of 
dividends, either declared or proposed 
for declaration, shall not be made either 
to the company’s agents or to the insur- 
ing public at a time more than thirty 
days prior to the time when the first 
dividend is payable to which the an- 
noungement refers. 

“This ruling shall apply to announce- 
ments regarding dividends payable in 
dividend payment years beginning one 
year or more after the date of the rul- 
ing. 

. Statement as to Report 

It was reported that Superintendent 
Beha might take some action where 
companies were writing their business 
at net rates without any loading or in 
some cases it is charged that some rates 
were below the risks. Superintendent 
Beha was asked whether there was any 
proof to this rumor. He says: 

“IT would advise that Section 85, 
which was originally enacted in 1884, 
provides for deficiency reserves ‘when 
the actual premium charged for an in- 
surance by any life insurance corpora- 
tion doing business in this state is less 
than the net premium for such insur- 
ance computed according to the table 
of mortality and rate of interest pre- 
scribed in this article. * * * ’ 

“There is no requirement for an ad- 
ditional reserve when the gross pre- 
miums are equal to or in excess of the 
net premiums.” 





CLOSE SECURITY MEET 


WINNERS OF CLUB CONTESTS 
Agents in $100,000 Class Hear Argu- 
ments for a Planning Hour as 
a Regular Habit 





The meeting of the $100,000 club of 
the Security Life of America, held 
Wednesday and Thursday of last week 
at Chicago, was one of the best gather- 
ings this body has enjoyed, according to 
the executives. 

The last session of the meeting was 
featured by the announcements of J. C. 
Seitz, secretary and actuary of the com- 
pany, concerning the new and revised 
policies which the agents would now be 
allowed to write. These included a 20- 
year endowment for children age one to 
nine. 

A. J. Scull, supervisor of agents in 
Arkansas, followed with a stirring plea 
that his fellow agents follow his sug- 
gestions in “Putting the Desire for Suc- 
cess into Action.” 


Must Have an Objective 


“Now assuming that we do have a 
desire for success,” Mr. Scull declared, 
“even if we know what we want, and 
that we really want it enough to work 
for it, still it is necessary for us to know 
how to put our desire into action, we 
must have some definite plan of pro- 
cedure. 

“There are five separate and distinct 
elements of action, and these five funda- 
mentals that aid desire in getting suc- 
cess are: Quota, weekly production, 
planning hour, field work and study. 
There must be a definite goal—the thing 
you want to accomplish. You must 
work with a definite object in view, and 
those five fundamentals of action will 
lead you to your goal if you make a 
definite plan and follow it.” 


Discusses Planning Hour 


Speaking on the planning hour, Mr. 
Scull said: “Many an agent really works 
hard and gets nowhere, just because he 
is working without direction. His work 
is not bringing results because it is not 
planned. He is on his way, but he 
doesn’t know where he is going. The 
planning hour can be made the most 
valuable ot all the day. It is the hour 
in which a man becomes his own boss. 
He lays out the things that are to be 
done with definite reasons for doing 
them. It is the hour when a man makes 
his head help his heels. 

“The hour selected should be one that 
cannot be used to good advantage in 
seeing prospects. It should be an hour 
either at home or at the office when one 
will not be interrupted. Early in the 
morning or at night after the day’s work 
is done is no doubt the best time. 


What to Do in That Hour 


“This hour should become a habit. It 
should be used in reviewing the work 
of the preceding day, trying to improve 
it; making up a list of prospects to be 
seen during the coming day; outlining 
the reasons for each call, the sort of 
proposition to present and why; group- 
ing the calls by localities and the hours 
at which they can be made witk greatest 
chance for success. Used in this way 
the planning hour will dominate a man’s 
selling work and will lead him to the 
success he wants if he wants it enough.” 

A. C. Palmer of the Research & Re- 
view Service spoke on “Guarantees of 
Automatic Production,” stressing four 
points: One hour in the office, seven 
hours in the field, ten calls a day and 
a follow-through on all leads. 


One “App” from 20 Calls 


This, Mr. Palmer declared, would re- 
sult in three interviews from each 20 
calls, and one application should be the 
average as a result of the three inter- 
views. Each application should furnish 
three more prospects. 





The last session was brought to a 


PENN MUTUAL MEETING 


PROGRAM IS WELL BALANCED 





Eastern Convention for General Agents 
Will Open at Swampscott, Mass., 
Next Monday 





The Penn Mutual will hold its annual 
eastern regional convention of general 
agents at Swampscott, Mass., Sept. 
14-16. The address of welcome will be 
delivered by President William H. Law. 
Other speakers scheduled are _ Vice- 
President William H. Kingsley, George 
R. White, associate actuary; Paul 
Huttinger, tax expert for the company, 
and J. Elliott Hall, New York general 
agent. : 

Sessions will be held in the mornings 
and the afternoons will be left free for 
recreation and entertainment for the 
delegates and their wives. The program 
is as follows: 

Monday, Sept. 14 


J. Elliott Hall, New York, Presiding. 

Registration. 

Address of Welcome, William A. Law, 
President. 

“How to Sell Small Monthly Income 
Policies,” Wm. B. Lee, Jr., Rochester. 

“In the Actuary’s Shop,” George R. 
White, associate actuary. 

“The Blue Book,” by The J. Elliott 
Hall Agency, New York; What It Is, 
Stuart D. Warner; How It Works, David 
B. Adler (A Sales Demonstration); A 
Stranger, Nelson A. Hall; A Friend, Wm, 
F. Price; A Stranger, Albert Hopkins. 


Tuesday, Sept. 15 


Edgar G. McWilliam, New York, pre- 
siding. 

Address, 
president. 

“Some Things I have Learned in Sell- 
ing Life Insurance,” O. F. Pfizenmaier, 
home office agency. 

“Administration of Trusts by Life In- 
surance and Trust Companies,” E. Paul 
Huttinger, legal division. 

“What a Woman May Accomplish in 
Life Insurance,” Mrs. Ida K. Golden, New 
York. 

“How to Sell Educational Insurance,” 
George A. Goodridge, New York. 

Sales Demonstration, Harry W, Slay- 
ton, New Haven. 


Wednesday, Sept. 16 


Edward R. Eckenrode, Harrisburg, pre- 
siding. 

“Approved as Applied For,” Dr. Henry 
K. Dillard, assistant medical director. 

“Our Penn Mutual Service,” Fréd R. 
Wood, Boston. 

“How to Sell Optional Endowments,” 
Willis J. Blackwell, New York. 

“Our Business Insurance Service,” Mal- 
colm Adam, associate supervisor. 

Sales Demonstration, “An Average 
Monthly Income Presentation, Approach, 
Sales Talk, Answers to Objections,” J. 
Elliott Hall, New York. 

“Good-Bye,” Stewart Anderson, mana- 
ger bureau of field service. 


William H. Kingsley, vice- 








close with a contest among the agents. 
There were three prizes awarded—for 
the best approach, the best close and the 
best method of maintaining a prospect 
list. A. P. Thomas, general agent in 
Kentucky, won the prize for the best 
approach; E. Crabill of Indiana for the 
best close and L. O. Rust of Central 
City, Ky., for the best method of main- 
taining a prospect list. 

William Hordes, general agent at De- 
troit, won the prize for bringing the 
largest representation to the meeting. 





Equalizes the Commission 


The Equitable Life of lowa announces 
its first year and renewal commissions 
on premiums ‘on the “Select Ordinary 
Life Policy Nonparticipating,” will be 
the same as on the corresponding par- 
ticipating premium. The commissions 
on this form will be 50 percent the first 
year with nine renewals at 5 percent in- 
stead of 40 percent the first year with 
nine renewals at 5 percent. The name 
of the policy has been changed to 


DARBY DAY RESIGN; 
WILL GO TO CALIFORNI, 
Builder of $40,000,000 Agency Will ;, 


All Probability Not Re-enter 
Life Business 





Darby A. Day of Chicago, whose te. 
ord in building up the agency of th 
Mutual Life in that city, has been on, 
of the remarkable achievements of |i 
insurance, has presented his resignatioy 
and will soon retire from the manage. 
ment of the Chicago office and move 
California to join his family. In 4 
probability Mr. Day will not reenter thy 
insurance business, although his play; 
are as yet very indefinite. 

No successor has yet been chosen 4 
succeed Mr. Day in Chicago. Georg 
K. Sargeant, superintendent of agep. 
cies, will be in Chicago within the com. 
ing week and will confer with Mr. Day 
on the future plans for the company in 
Chicago. Mr. Day says that his retire. 





DARBY A. DAY 


ment from the Chicago agency is due 
largely to the fact that his wife’s health 
will not permit her to live in Chicago. 
His son is also entering business in 
California and consequently his home 
interests are no longer in the middle 
west. He has some western business 
interests and will retain some interest 
in Chicago projects. There is some pos- 
sibility that he might remain with the 
Mutual Life in some capacity, but noth- 
ing has been determined upon as yet. 


Entered Business as Agent 


Mr. Day entered the life insurance 
business at the age of 23 in June, 1901, 
when he went with the Mutual Life a 
an agent at Phoenix, Ariz. Less that 
a year later he was transferred to Albu 
querque, N. Mex., as manager, where 
he remained until 1906 when he was 
given a similar position at El Paso. In 
May of the same year, however, he was 
transferred to the home office as Vice 
President Dexter’s personal representa 
tive in this field. In 1907 he was made 
agency supervisor of the southern terti- 
tory and in 1908 he was given super 
vision over the central division wit 
headquarters in Chicago. He was made 
manager of the Chicago agency in 1911. 
At that time the agency was producing 
about $5,000,000 a year in life insurance. 
The remarkable growth of the agency 
is shown by the fact that last year the 
Mutual Life wrote more than $40,000, 
000 in business through this agency an 
is hitting the same clip this year. 

Mr. Day states that for sentimental 
reasons he would like to remain with 
the Mutual Life until June of 1926 t 
complete the 25 year term with the 
company, but inasmuch as his mind 1s 
made up, he is going to leave the dat¢ 


of the severance of his connection with 





“Ordinary Life Non-Par.” 


the company up to the home office. 
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WHITFIELD WILL MAKE 
SOME IMPROVEMENTS 





New President of the International 
Will Be Progressive 
in Policy 


WILL REDUCE OVERHEAD 


Announcement Is Made as to Salary 
Deduction Method and Plans for 
Whitfield Month 





Judge W. K. Whitfield, who has been 
elected president of the International 
Life of St. Louis, Mo., to succeed Jo- 
seph R. Paisley, who has resigned, has 
entered upon the duties of his new of- 
fce. The company has already an- 
nounced some departures in its former 
underwriting policy since the new man- 
agement assumed control. 

Other changes in the personnel that 
were made at the stockholders meeting 
and the gathering of the board were: 
Albert H. Carter, chairman of the board 
to fill the vacancy caused by the recent 
retirement of Massey Wilson; Judge 
David W. Hill, first vice-president, 
which position formerly was held by 
Judge Whitfield, and Sam Ulen, Dexter, 
Mo., banker, and Joseph Ashcroft, Pop- 
lar Bluff, Mo., capitalist, members of 
the board of directors, filling the _posi- 
tions formerly held by Messrs. Wilson 
and Paisley. 


Sell Out Interest 


Former President Paisley and Secre- 
tary John B. Nottelman, who disposed 
of their interests in the International 
Company of St. Louis, a Delaware cor- 
poration, which controls the life com- 
pany, still retain some stock of the life 
company. Mr. Nottelmann for the time 
being will continue as secretary of the 
company while Mr. Paisley at the re- 
quest of the new management will serve 
the company in an advisory capacity 
during the next few months. 

The International Company of St. 
Louis is said to control 23/30s of the 
outstanding stock of the life company, 
while Judge Whitfield, John-M. Atkin- 
son, chief counsel for the company; 
Messrs. Carter, Hill, Ulen and Ashcroft 
and their associates are said to control 
the holding company. 

Although no official confirmation of 
the number of shares of stock in the 
holding company sold by Messrs. Pais- 
ley and Nottelmann or the price they 
received has been obtained, it is reported 
m financial circles that 650 shares 
changed hands and that $700,000 was 
involved in the deal. 

Early in 1924 the Standard Life se- 
cured control of the International Life 
through the purchase by President 
Paisley, Judge Whitfield and other offi- 
cers of the Standard Life of the Inter- 
national Company of St. Louis stock 
owned by Massey Wilson and Jacob L. 
Babler, and on May 8, 1924, Judge 
Whitfield was elected first vice-presi- 
dent of the International to succeed 
Babler. In January, 1925, the Interna- 
tional and Standard Life were formally 
merged. 


Will Reduce the Overhead 


Judge Whitfield upon assuming his 
new duties announced that one of his 
Mrst steps would be to eliminate some 
ot the surplus overhead incident to the 
merger of the two companies. During 
the next several weeks there will be a 
gradual reduction in the working forces 
: the home office organization until 
the personnel has been brought to the 
minimum requirements for maximum 
efficiency and service to the company’s 
_s organization and its policyhold- 

Another 


important announcement 


LEGISLATION IS TOPIC 


ANNUAL CONFERENCE IS HELD 


_— 


Canadian Superintendents Give Consid- 
eration to Uniformity of Annual State- 
ment Forms for Reporting Business 


WINNIPEG, CAN., Sept. 9.—The 
annual conference of the Association of 
Superintendents of Insurance of Canada 
took place last week, Superintendent 
Arthur E. Fisher of Saskatchewan oc- 
cupying the chair. Among those pres- 
ent were J. A. McCamus, secretary of 
the Dominion Life Underwriters Asso- 
ciation, Toronto; T. H. Hall, Canadian 
manager of the General Accident, Fire 
& Life of Toronto; Superintendent Ben 
C. Hyde of Missouri. 

Mr: McCamus spoke on the desirabil- 
ity of uniformity in and essentials of 
legislative regulation of the insurance 
agents. He stated that the Life Under- 
writers Association is anxious to co- 
operate in securing a better knowledge 
of license regulations among field men, 
which he thought might be brought 
about by uniformity of legislation. He 
advocated that discretionary power 
could be given the superintendents of 
insurance in dealing with the licensing 
of agents. 


Need Uniformity 


President Arthur E. Fisher of the 
Association of Superintendents  re- 
viewed the work toward pertaining to 
the uniformity of law and procedure. 
One of the most important features dis- 
cussed was uniformity of annual state- 
ment forms. Last year, he said, the 
conference had adopted the Ontario an- 
nual statement form which had resulted 
in all provincial companies making out 
statements accepted by fire departments 
in that year. This year new forms are 
to be considered, dealing with fraternal 
societies and with insurers licensed un- 
der the Dominion insurance act. He 
expressed the hope that this year would 
see adoption of uniform annual state- 
ment forms in the Canadian provinces. 

Superintendent Harold Heath of 
Manitoba was elected president of the 
association; Superintendent Henry Brace 
of Alberta, vice-president, and Superin- 
tendent R. Leighton Foster of Ontario 
was continued as secretary and treas- 
urer. The conference will be held in 
Regina next year. 








made by the new management was that 
it will consider non-medical applications 
for ordinary life, participating, 20-pay- 
ment life participating and 20-year 
endowment participating policies to be 
issued in connection with monthly sal- 
ary deduction plan in amounts from 
$500 to $2,000. To secure this conces- 
sion agents must obtain ten or more 
employes of a common employer rang- 
ing in age from 15 to 45 years. 

A second important announcement 
made by the company was during Sep- 
tember, “Whitfield Honor Month,” it 
will consider non-medical applications 
on policyholders who have secured a 
policy from the~company on or after 
March 1, 1925. Such policies will be 
considered on the whole life, limited 
payment life or endowment forms in 
an increased amount of $10,000 provided 
that the total amount of insurance car- 
ried with the company does not exceed 
its limit of retention, and providing that 
the age of the applicant is not above 55 
years. 


Concessions on Salary Deduction 


The International Life is also now 
issuing monthly premium payment 
salary deduction policies as one of the 
specials for “Whitfield Month.” 

An extra concession made to policy- 
holders under the monthly payment 
salary deduction plan of supplying their 
insurance needs is that Should they 
cease the employment of their present 
employer or the firm drop the salary 





deduction plan he can continue to pay 





SEEKS HIGHER RULING 


APPEALS TO SUPREME COURT 





Bankers Life of Nebraska Contests 
Claims for Paid-up Insurance on 
a Lapsed Policy 





LINCOLN, NEB., Sept. 9.—The 
Bankers Life of Nebraska has appealed 
to the supreme court to have determined 
whether a beneficiary under a _ policy 
which contained a condition that before 
a paid-up policy would be issued the 
application must be made within three 
months after default in payment of pre- 
miums and the original policy surren- 
dered, can recover on a paid-up policy 
which was never asked for and never 
issued and the original policy retained. 


Company Denied Liability 


Heirs of Orval L. Horner of Dawes 
county sued on a $2,000 policy taken 
out in 1913, and upon which five pre- 
miums were paid. Default was made 
in July, 1918, and Horner died in Octo- 
ber of that year. His heirs sued for 
the full amount, claiming that under the 
statutes passed in 1913, after this policy 
was taken out, the policy was kept alive 
until after his death by the automatic 
application of the surrender value 
clause. The company denied all liabil- 
ity on the theory that under its terms 
the policy lapsed for non-payment of 
premiums and that none of the options 
was exercised nor the condition prece- 
dent to their exercise, the surrender of 
the policy, performed. 


Held Against Both Parties 


Judge Westover in the lower court 
held against both parties. He said Hor- 
ner was entitled to a*paid-up policy for 
$500, and that the company is liable for 
that amount. He recognized, in this 
decision, the impossibility of making 
the insurance code of 1913 retroactive 
so as to apply to all policies issued prior 
to the time it became operative, and 
also that the option of extended insur- 
ance was not available because the con- 
ditions precedent had not been complied 
with. 

The company contends that the same 
rule of law that barred recovery on the 
extended insurance clause bars recovery 
on the paid-up policy theory. It points 
out the correspondence with the de- 
ceased to show that it was his intention, 
interrupted by his death, to secure re- 
instatement when he could furnish a 
health certificate. It contends that the 
conditions are not unreasonable or 
against public policy, and that where 
no fraud is claimed or shown it would 
be an usurpation for courts to disregard 
the provisions of the contract. 








his insurance premium directly to the 
company on the monthly basis. 

The International Life is one of the 
few middle western companies equipped 
to extend this monthly collection serv- 
ice to its policyholders. 


CRESCENT DEAL IS APPROVED 





Stockholders of International Life & 
Trust Vote Unanimously for 
Proposal 





MOLINE, ILL., Sept. 9.—Stockhold- 
ers of the International Life & Trust, 
meeting Saturday, voted formal ap- 
proval of the proposal to consolidate 
the company with the Crescent Life of 
Indiana. M. J. Dorsey, president of the 
International Life & Trust, announced 
details of the merger some time ago. 


The consolidation will strengthen the 
local company materially. Harry S. 
Tressel, H. F. Dorsey and Lawrence 


Dorsey were elected directors of the 
company at the meeting. The question 
of changing the name has been deferred 





to a later meeting. 


OPPORTUNE TIME FOR» 
EDUCATIONAL POLICY 





College Opening Season Is the 
Psychological One to Intro- 
duce the Appeal 





VALUE FOR CHILD SEEN 





Excellent Talks Were Made Before the 
Sales People of the Alfred 
Holzman Agency 





Harry C. McNamer of the Equitable 
Life of New York in Chicago and former 
president of the Chicago Life Under- 
writers Association spoke before the 
agents of the Alfred Holzman agency 
of the Equitable in that city at a lunch- 
eon last week over which Mr. Holzman 
presided. Mr. McNamer called atten- 
tion to the fact that this is the month of 
the year when many young folks are 
going to college and said it was an ex- 
cellent time to approach parents show- 
ing the value of taking out a policy on 
the lives of their children who are going 
away to school. Mr. McNamer asserted 
that the reduction in ages at which pol- 
icies will be written on children has 
opened the field to life insurance men 
to see parents on the benefit of having 
a policy written at an early age. 


Benefit to Children 


He said that it gives a child a sense of 
values. In going through the medical ex- 
amination and having to answer the 
questions asked by the examiner and the 
agent, the child appreciates that he is 
assuming something of a responsibility. 
Mr. McNamer said that he always ad- 
vises a father to have the child go to 
the office of the agent and let the agent 
give him a talk as to what the life in- 
surance policy really meant. 

Mr. McNamer is a_ specialist on 
monthly income insurance. He believes 
that a man should underwrite his life 
values as far as he can. He should take 
an insurance dollar and make it do for 
itself all that it will, Mr. McNamer, 
however, said that it is impossible for 
most men to carry enough insurance to 
underwrite all their life values. A man 
of great wealth is able to do it. He has 
an income that makes it possible for 
him to cover his income in case of death, 


Must Be Compromises 


Mr. McNamer said that all along there 
have to be compromises. A man goes 
as far as he can in providing an income 
that will take care of his family when 
he is gone. A life income, he said, is 
the underwriting of one’s income. It 
appeals to a man as a very logical prop- 
osition. Mr. McNamer said that people 
in general think in terms of income. 
Families for the most part go on a bud- 
get system. They have so much money 
per month and know what they can do 
with it. Therefore, if a man provides 
for an income every month after his 
death, it fits in with the method that has 
been followed theretofore. 


Appeal for Daughter's Protection 


Mr. McNamer said that frequently a 
man who cannot have his heart touched 
in any other way can be reached by a 
plan to take care of his daughter. He 
asserted that a man who has a sonand 
daughter has a different attitude toward 


the two. He is intensely interested in 
his son. He wants to fortify him in 
every way, furnish him with the best 


equipment and see him make good. His 
attitude toward the daughter is entirely 
different. It is one of deep affection and 
a desire to shelter her from every pos- 
sible harm. The father knows that the 








happiness of his daughter depends largely 
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daughter the father will desire her in 
comfortable circumstances and happy. 
Therefore if he provides a monthly in- 
come policy for her, whatever befalls her 
she will have something to fall back on. 
In speaking to a father about his daugh- 
ter Mr. McNamer said that it is always 
possible to touch something in a man’s 
heart that will make him move. 


Talks on Inheritance Taxes 


Nathaniel Seefurth, a specialist on in- 
heritance taxes and conservation of es- 
tates in Chicago, gave a brief talk, stat- 
ing that life insurance for inheritance 
taxes appeals naturally to a limited num- 
ber of people. Inheritance taxes do not 
touch the big majority. If a wealthy 
man has his estate largely in liquid se- 
curities that can be readily sold he is 
not much of a prospect unless he desires 
to have his entire estate kept intact. The 
best prospect for inheritance tax insur- 
ance, he said, is the man whose money 
is tied up in his business, has large con- 
tracts at hand, whose possessions are 
not really convertible and cannot be 
turned into cash. The inheritance tax 
has to be paid within a year. In order 
to raise the money to pay the tax, much 
sacrifice may be involved. 


Sold in Certain Cities 


Life insurance for inheritance tax, Mr. 
Seefurth said, is pushed only in certain 
places. It is not sold to any great ex- 
tent in Chicago. It is necessary, he said, 
before a proper presentation can be 
made to see what a man has, what shape 
his possessions are and what effect the 
tax would have on his estate. The ques- 
tion that a man wants to ask is whether 
an executor will be able to convert the 
estate into cash without much trouble 
or whether it is unmarketable at least for 
the time being. Life insurance, he said, 
can do much to assist the man who does 
not have liquid securities. Life insur- 
ance, too, he characterized as a tax free 
estate. 

Jules Girardin Speaks 


Jules Girardin, well known general 
agent of the Phoenix Mutual Life, in a 
talk advised life insurance agents to 
speak well of other legal reserve com- 
panies at all times. It inspires con- 
fidence in the prospect. Mr. Girardin 
said that if he runs across a man that 
has his insurance in four other com- 
panies beside the Phoenix Mutual, he 
always congratulates the man on select- 
ing four good companies and tells him 
he has made but one mistake. Naturally, 
the inquiry will be forthcoming as to 
what the error is. Mr. Girardin comes 
back with the reply, “You have four 
good companies, but the mistake you 
have made is not having the Phoenix 
Mutual. You should have five good 
companies. I am here to assist you in 
rectifying the mistake.” 

Results from Hard Work 


Harry L. Kolman, one of the star 
producers for the National Life of Ver- 
mont in Chicago, called attention to the 
excellent work that is being done by 
men whose names are not heralded 
abroad as great producers. In propor- 
tion to their opportunities, Mr. Kol- 
man said they are giants. He called 
attention to an agent of his own com- 
pany in North Dakota, who in spite of 
all the depression there wrote 95 applica- 
tions for $137,000 insurance in a year in 
a sparsely settled agricultural community. 
Mr. Kolman said that an agent should 
not be envious of one who heads the 
list and writes a large volume of busi- 
ness because the former may be doing 
just as fine a work and perhaps is 
worthy of greater applause. The ques- 
tion to ask is whether one is getting 
the proper proportion of results in com- 
parison with his opportunities. Mr. 
Kolman said that the public mind today 


favors legal reserve life insurance. Peo- 
ple believe in it and trust it. 
Continuing Mr. Kolman said: “TI al- 


ways discount a man’s statement when 








New Plan of Aetna Life Guarantees 
Completion of Contract in Event 
of Purchaser’s Death 





A new departure in insurance and real 
estate fields has been made with the 
completion of a contract between the 
Aetna Life and George F. Nixon & Co., 
Chicago realtors, by which the insurance 
company underwrites the real estate 
contracts. 

The guarantee is that in event of the 
death ot the purchaser, the property will 
be deeded clear to his family, together 
with the return of all payments. This 
is thought to be the first time such an 
arrangement has ever been made and is 
known as an estate protection plan. 

Herbert Lorber, representing the Chi- 
cago brokers for Aetna Life, Rollins, 
Burdick & Hunter, declares that all 
concerned feel that they have arrived 
at the most economical merchandising 
plan possible in real estate. The con- 
tract went into effect Aug. 25. Mr. Lor- 
ber said that the plan was not to be 
regarded as free insurance, but as a 
bona fide guaranty for the protection of 
estates of real estate purchasers under 
the installment plan. 

The policy or guaranty has already 
been formulated. Both parties to the 
contract look to this plan to meet the 
main deterrent of many people to buy- 
ing property—that of fear that death 
might leave the family with heavy obli- 
gations which would be too much of a 
burden. 


Heads Welfare Department 


Miss Grace A. Maddox has been ap- 
pointed as manager of the welfare de- 
partment of the Peerless Life of Kansas 
City. Miss Maddox is a cousin of the 
president, H. O. Maddox. Her previous 
experiences qualify her for this position. 
During the late war she was overseas 
and after that spent three years in 
China as a missionary and one year in 
travel in the Orient, Near East and 
Europe. 








he says he is not interested in life insur- 
ance or he begins to offer some excuse. 
I realize that he is trying to ward me off 
and that he is dodging an obligation 
that he should meet. A man’s refusal 
to take insurance from me does not 
mean anything because so often I have 
turned people clear around after they 
have given me an absolute negative an- 
swer. A life man should be quick 
enough on the trigger to combat and 
overcome negative answers. He can 
continue selling a man life insurance up 
to the time when he steps out of the 
insurable age. So long as he is in good 
health and making money, he is a pros- 
pect.” 


Must Be All Round Man 


Mr. Holzman in a talk said that a life 
insurance man must be an all around 
man. He must know something about 
mathematics, he should know enough 
law to talk intelligently on points that 
come up in connection with life insur- 
ance. He should know about income 
tax, inheritance tax, law as to partner- 
ship and so on. He should have enough 
knowledge of medicine so that he can 
return to his prospect, who has been 
rated up and tell him why he is rated 
up. He should have a working knowl- 
edge of the science of salesmanship, of 
psychology, and human behavior. Mr. 
Holzman strongly advocates that a man 
or woman spend at least 30 minutes a 
day reading the literature of life insur- 
ance. A person, he said, should read 
the news of his business, should fami- 
liarize himself with what the people are 


doing, should study the methods of 
others, should keep abreast with the 
times. 





General Agents and Home Office Men 
at Poland Springs for Six 
Days’ Meeting 


HARTFORD, CONN., Sept. 10.— 
Plans have been completed for what 
promises to be an epoch-making con- 
ference of the Aetna Life general agents, 
to be held at Poland Springs, Me., Sept. 
10-15. Although the company is this 
year celebrating its 75th anniversary, 
this will be but the second general 
agents’ conference ever called. The pre- 
vious one vas held at Hot Springs, Va., 
iast September. 

About 200 persons journeyed to 
Poland Springs to attend the conference, 
including home office executives and 
general agents from all parts of the 
country. The home office is represented 
by President Morgan B. Brainerd, and 
Vice-Presidents Frank Bushnell, Ken- 
drick A. Luther, E. E. Cammack and 
W. E. A. Bulkeley. The agency de- 
partment will have as spokesmen Super- 
intendents Friend L. Wells and W. H. 
Dallas, and the medical department Dr. 
E. K. Root, medical director, and Dr. 
Donald B. Cragin, associate medical 
director. There will also be a number 
of assistant secretaries and others rep- 
resenting the agency, the actuarial and 
claim departments. 


Eight Business Sessions 


The program has been divided into 
eight business sessions. The conference 
will be called to order with an address 
of welcome by President Brainerd, E. 

L. Gregory, general agent at San 
Francisco, will respond from the field. 

The afternoon session of Sept. 10 will 
be presided over by Vice-President 
Frank Bushnell. Vice-President W. L. 
Mooney of the accident and liability de- 
partment will speak on cooperation be- 
tween departments; E. C. Bowen, secre- 
tary, accident and heaith department, 
will speak on accident and health insur- 
ance; A. E. Mielenz, general agent at 
Milwaukee, will speak on the effect of 
accident and health business in the de- 
velopment of men; E. E. Cammack, 
vice-president and actuary, will speak on 
group insurance, and Dr. Root and Dr. 
Cragin will lead the discussion of sub- 
standard forms. 

At the Tuesday morning session J. M. 
Holcombe, Jr., manager of the Life In- 
surance Sales Research Bureau, Super- 
intendent of Agents Friend L. Wells 
and Harry E. Houghton, manager of 
the sales promotion division, will make 
addresses. The conference will adjourn 
Tuesday afternoon aiter Vice-President 
Cammack has announced plans for 1926. 


Luther’s Statement 


In calling the second general agents’ 
conference, Vice-President Luther is- 
sued the following statement as to its 
purposes: 

“We think of these as the worthiest 
purposes of the conference: 

“1. A better acquaintance among our 
general agents. Since their problems 
and experiences are related, one’s method 
of solution should often be of help to 
others. You have many things in com- 
mon. Naturally, then, you are inter- 
ested in one another. That interest is 
worth developing. 

“2. A clear understanding of home 
office and general agency machinery so 
that there may be developed a smoother, 
more efficient meshing. 

“3. Outlined plans for the coming 
year. A target to aim at—not an easy 
one, for true accomplishment lies in the 
completion of a difficult job. 

“4. The introduction of a conference 
keynote which will be significant of the 
company’s 1926 policy and plan. For 
next year this keynote is ‘With All Sail 
Set.’ You will hear it and read it often. 

“5. A richer personal friendship 








President Clegg, Back From Vacation 
Is Confident that Philadelphia Wil] 
Get It Next Year 





PHILADELPHIA, PA., Sept. 19~ 
John William Clegg, president of th 
National Association of Life Under. 
writers, is back-at his desk here afte, 
an invigorating outing at Jamestog, 
R. L, for six weeks. He looks brow) 
as a berry and thoroughly fit for the 
arduous duties ahead. 

Mr. Clegg’s interest now is almos 
entirely in the direction of Kansas City 
where the annual association conventioy 
opens the last week of this month. KH, 
is sending his assistant, William H 
Searle, ahead to make the preliminary 
arrangements for the big conclave, © 


Plan Insurance Displays 


President Clegg is supremely conf. 
dent that, notwithstanding the efforts 
of Detroit, the 1926 convention of the 
association will be held in Philadelphia 
where the World Sesqui-Centennial Ex. 
position opens June 1 for six months. 
He says the presidents of the leading 
life insurance companies are cooperat- 
ing in a fine hearted manner in the mat- 
ter of an insurance display at the expo- 
sition and that this display is bound 
to be a big feature. 


BIG SALARY DEDUCTION CASE 





Leo Thomas, Who Wrote Book Broth- 
ers for $15,000,000 Last Year, 
Places $500,000 Line 





DETROIT, MICH., Sept. 9.—The 
Campbell-Ewald Company, one of the 
largest advertising corporations in the 
world, with headquarters in Detroit and 
branches throughout the United States, 
has announced through its insurance 
counsellor, Leo Thomas of Detroit, the 
adoption of the salary deduction plan on 
approximately $500,000 of life insurance 
on the lives of its employes. The insur- 
ance is being placed with the Missoun 
State Life. One-half of the premiums 
is to be paid by the Campbell-Ewald 
company for its employes. The organ 
zation has even gone so far as to fur- 
nish a program to fulfill the insurance 
needs of each individual. 

Leo Thomas, who negotiated the ar 
rangements last year, led the entire 
country in individual production. He 
wrote the largest amount of insurance 
so far written in a single case when the 
Book brothers of Detroit, purchased 
through him $15,000,00 of life insurance. 


New York Life Club Plans 


The New York Life announces # 
convention plan for the $100,000 ané 
$200,000 clubs for next year. There 
will be one national convention to which 


will be invited at the company’s ¢. 


pense all $200,000 Club members whose 
paid business is $400,000 or more. There 
will be two, three or four divisional 
$200,000 Club conventions, to one ® 
which will be invited at the companys 
expense, all members whose business * 
between $250,000 and $400,000. There 
will probably be six or eight $200,000 
and $100,000 Club conventions, to ont 
of which will be invited all those whost 
business is between $150,000 and $250, 
000. There will be no convention 10 
those whose production is less that 
$150,000. 








among all those attending the confer- 
ence. 

“6. A greater interest in the Aetna 
izer, in his selection, his training, his 
encouragement, his stimulation. 

“7. A bigger, better Aetna.” 
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SHOWS ADVANTAGES OF 





A. E. Mielenz, Aetna General 
Agent at Milwaukee, Addresses 
Meeting on Subject 





sAYS IT HELPS LIFE AGENTS 





Owing to Its Coverage, Protecting the 
Source of Prosperity, This Policy 
Gets Prospect’s Attention 





POLAND SPRINGS, ME., Sept. 10. 
—Touching upon the inaguration of the 
accident department of the Aetna Life, 
Albert E. Mielenz, general agent at Mil- 
waukee, in an address at the Aetna gen- 
eral agents’ conference, said that the 
year 1891 was a notable one in the his- 
tory of the Aetna Life, as it marked the 
conception of the accident department, 
which began to function early in Janu- 
ary of that year. 

“Being interested in the accident de- 
partment at the start,” said Mr. Mie- 
lenz, “I got it finally fixed in my mind 
that accident insurance, or income pro- 
tection, occupied fully as important a 
position in the insurance program of a 
business or professional man, or a 
workman, as life insurance, and far 
more important than fire or any of the 
other necessary forms of protection. 


Protects Source of Prosperity 


“When a man is seriously injured or 
id up for weeks, or months, or years, 
he begins to realize how essential is 
income protection. I am sure that we 
are sold on the self-evident proposition 
that income protection is vital, basic, 
sensible, and indispensable, because it 
protects the one source of material 
prosperity.” 

Discussing the effect of accident and 
health business upon the development 
of an agency, Mr. Mielenz said that it 
is extremely helpful in the securing of 
new agents because the general agent is 
thereby able to point out the importance 
and value of income protection which 
the prospective agent will be able to 
place in the same company as the life 
msurance, thus enabling him to render 
adouble service to the client. It also 
enables the young agent to add to his 
own income through larger service to 
his policyholders. He also pointed out 
that after the new agent has made his 
start, income protection continues to be 
a great help. Each time the agent 
writes an accident application, which of 
course is frequently easier to place on 
account of the appeal to self interest, 
he gains confidence and continues to do 
so until he is well established along the 
toad to success. 


Keeps Staff on Their Toes 


Emphasizing another point in favor 
o accident insurance as an adjunct to 
life coverage, the speaker pointed out 
= this keeps the average successful 
aie msurance agent from becoming 
Some agents writing a moderate vol- 
ume of life business feel better satis- 
fied, Said Mr. Mielenz, “if they are in 
4 Position to write accident, and it also 
eeps them posted up to the minute in 
accident underwriting. By regular acci- 
dent propaganda and periodical cam- 
paigns, preferably one day out of the 
maath, or one day out of the week, they 
fave the subject constantly before them 
= they will soon develop a taste of 
‘Ss regular income each year and then 
‘unk out ways and means of their own, 
whereby they can continue to improve 
their income.” 
ul umming up the points of advantage, 
'. Mielenz declared that an accident 


ACCIDENT DEPARTMENT 


BETTER THAN PENSION 


INSURANCE MEETS NEEDS 

Life Agent Should Urge Prospect to 

Protect Self Against Possible 
Loss of Savings 





Every now and then the newspapers 
tell of the failure of some state or city 
pension plan to meet current payments 
owing to insufficient funds, or tell of the 
discovery that in the near future there 
will be a shortage of funds to meet the 
steadily increasing liability. The news- 
paper story is usually accompanied by 
a description of the plan that was estab- 
lished to lay aside funds for coming 
pensions. 

Almost any life insurance actuary could 
have accurately prophesied for the leg- 
islators that the plan would fail ulti- 
mately for the reason that the building 
up of the sinking fund was not planned 
under scientific principles and that in- 
evitably the time would come when 
claims would exceed the ability to pay. 


Often a Sad Awakening 


The pitiful element of these pension 
failures as pointed out in “The Penn 
Mutual News Letter” is that for years 
those who had been on the payrolls 
were relying without apprehension of 
any kind that their pensions would sup- 
port them when the retirement period 
came. Occasionally the emergency is a 
pressing one and the pensioners sorely 
needing their money are deprived of it, 
or there is a long delay in paying it, 
with consequent hardships. 

Among those too numerous members 
of this pension class are the public 
school teachers of whom women are a 
majority. While it is not for the life 
agent to tell any public or state em- 
ployes that they shall not avail them- 
selves of the pension system, it is his 
duty to urge them to put their future 
beyond all peril and to point out to 
them that life insurance is almost the 
sole reliance of those who, unable by 
other means to accumulate a sufficient 
reserve for old age, must employ a sav- 
ings or self pensioning method. 


Provides for All Emergencies 


It is scientifically sound and conse- 
quently can meet its claims when they 
are due. It provides against the loss of 
earning power with a disability clause 
and does this without penalizing the 
pensioner when the later years have 
come. Politics have no effect on life 
insurance and unscientific legislators are 
not its creators or its sponsors. 

Even though the pension system 
which is the old-age hope of the pros- 
pect seems to be meeting its obligations, 
nevertheless the salesman should point 
out that something might happen to 
cause its failure, while life insurance is 
as solid as the earth itself. 








agents; helps them get a start; keeps 
them busy rendering service to their 
clients, thus exposing themselves to ad- 
ditional business; keeps them satisfied 
by being able to close an accident in- 
surance in the same company; helps the 
general agent to promote a larger vol- 
ume of life insurance; keeps both gen- 
eral agent and field men from getting 
stale.” 


Helps, Not Hinders, Life Sales 


Answering an inquiry on the subject 
of “the effect of accident insurance upon 
life business,” Mr. Mielenz said that, far 
from interfering, it led directly to more 
life business because the prospect may 
state, when solicited for accident, that 
he prefers life insurance. 

This information usually would not 
have been given were the agent solicit- 
ing life insurance only. On the other 
hand, the agent may succeed in selling 
his prospect on the income protection 
idea, which may act as another wedge 





department “helps secure new life 


PREMIUM COMPARISON 
ANALYZE INSURANCE OUTLAY 


Prudential Statisticians Give Amounts 
Paid by American People for Vari- 
ous Forms of Protection 


For all forms of life and property in- 
surance the American people pay annu- 
ally about $3,500,000,000, a sum far 
greater than that paid by the next rich- 
est nation for such protection. 

Annual premium payments for prop- 
erty protection, not including automo- 
bile: and theft insurance, is approxi- 
mately $1,000,000,000, and for life insur- 
ance about $2,500,000,000. The figures 
represent estimates from authoritative 
sources, compiled by Prudential statis- 
ticians, and include an item of $279,272 
a year for earthquake insurance. 

The earthquake premiums, it is stated, 
are drawn chiefly from the west, where 
recent disastrous tremblors are said to 
have greatly stimulated the business of 
underwriters. 

Outstanding Fire Insurance 


Of fire insurance alone, the face value 
of policies in force is reckoned at $118,- 
500,000,000, compared with $64,000,000,- 
000 on the lives of more than 50,000,000 
persons, or nearly half the population 
of the United States. But this affords 
no ground for the assumption that as a 
people Americans think more of prop- 
erty than of life protection. The pre- 
miums paid on life insurance are about 
two and a half times the aggregate paid 
on all forms of property protection. 

Fire insurance premiums, based on the 
reports of 345 property underwriting or- 
ganizations, total $713,223,549 annually, 
the Prudential statistics show. In addi- 
tion the annual property insurance pre- 
mium outlay includes: Riot, civil com- 
motion and _ explosions, $1,470,272; 
tornado, windstorm and cyclone, $26,- 


019,259; ocean marine, $39,612,681; 
inland marine, $24,223,288; sprinkler 
leakage, $1,535,423; hail, $11,398,849; 


flood, $81,497; water damage, $36,626; 
collision other than automobile, $1,668,- 
801; plate glass, $15,250,992; steam 
boiler, $6,122,278; engine and flywheel, 
$2,718,901; sprinkler, $836,841. 

Extent of Industrial Business 


Of the aggregate life insurance pre- 
mium income, industrial insurance, on 
which premiums are paid weekly. in 
fractions of a dollar, contributes $464,- 
000,000 a year, or in excess of 20 per- 
cent of the premium income of the old 
line legal reserve life underwriting com- 


panies. 
_ There are now 69,000,000 industrial 
insurance policies outstanding. This 


number exceeds the number of persons 
insured, but is accounted for by the fact 
that many persons hold more than one 
policy. 

It is estimated that 45,000,000 people 
now pay weekly premiums. Ten years 
ago the number was 20,000,000, from 
whom the yearly premium receipts ag- 
gregated $148,000,000, or less than a 
third of the total today. 


Cc. 8. Branch, assistant secretary of the 
Sun Life of Canada, spent last week in 
Los Angeles in connection with his trip 
to the Pacific Coast agencies of the com- 
pany, resuming his journey east last 
Thursday. 








NEW RECORD OF 105 
APPLICATIONS IN DAY 


Spencer Apple, an agent of the 
Travelers at Baxter Springs, Mo., 
: a town of 5,000, broke the world’s 
record for number of life insurance 
applications taken in one day by 
writing 105 for $118,000 of insur- 
ance on Tuesday of this week. He 
was formerly superintendent of 
schools and has been in the insur- 
ance business but one year. He 
went with the Travelers last May 
and has produced $375,000 business 
for that company. 





BAKER GIVES VIEWS 
ON NON-CANCELLABLE 


Cites Figures of Life Companies 
to Show Demand for Per- 
manent Coverage 


INSURES FUTURE EARNINGS 


Ordinary Policy Will Not Accomplish 
Purpose—“Non-Can” Is Catas- 
trophe Insurance 


Danford M. Baker, vice-president of 
the Patific Mutual Life and the leading 
exponent of non-cancellable health and 
accident insurance, addressed a gather- 
ing of agents and brokers connected with 
the Miller & Miller general agency of 
his company at a luncheon given in his 
honor in Chicago Sept. 3. Mr. Baker is 
thoroughly convinced of the need for 
non-cancellable and permanent disability 
insurance and in proof of his belief that 
there is a tremendous demand for this 
coverage cites the figures not only of the 
non-cancellable business but of the per- 
manent disability insurance premiums of 
life insurance companies. 


Meaning of Modern Disability Clause 


He says that since the Pacific Mutual 
started writing “non-can” it has collected 
$9,000,000 in premiums on this form. In 
the meantime he says the life insurance 
companies have modernized their per- 
manent disability clauses so that many 
of them are issuing insurance which is, 
in some respects, more liberal than the 
non-cancellable policy and more re- 
stricted in others, but in many ways 
comparable to it. He said that last year 
the life insurance companies collected 
$25,000,000 in premiums for permanent 
disability insurance. He said this 1s 
practically a net premium and is equiv- 
alent to $40,000,000 in gross “non-can 
premiums. This, he said, is almost as 
much as the entire commercial accident 
and health business written by all stock 
companies last year after 50 years of 
effort in building up a business. 

As Important as Life Insurance 


For the class of people for which the 
“non-can” policy is intended, Mr. Baker 
believes it is fully as important, if not 
more important than life insurance. He 
said, “Take for example the successful 
man at age 35 who has been advanced 
to where he is earning $10,000 a year. 
A man of this proven ability has gotten 
past the stage where he is in danger 
from bad habits or bad finances. Prac- 
tically the only way that he can lose 
his tremendous earning power is through 
disability.” He says that the man of 
this caliber in most cases, if he lives 
and is not disabled, will earn approxi- 
mately $400,000 before he retires. 

“If you owned a building | worth 
$400,000 you could not sleep until there 
was insurance on it. No bank would 
loan you money unless it was covered. 
Why not insure your earning capacity 
if it is equal to this amount?” 

Weakness of Commercial Policy 


“A commercial health and accident 
policy will not do this. Ifa commercial 
policy is issued by a well managed com- 
pany and the risk becomes impaired fol- 
lowing pneumonia or some other danger- 
ous disease which may leave permanent 
weakness, the company will get off the 
risk following the recovery. If a man 
is eligible for non-can insurance would 
you jeopardize the safety of his wife and 
family by failing to sell him one? You 
must sell him not only a commercial 
health and accident policy but in addi- 
tion a non-cancellable income contract. 

“Down east we have been paying in- 








to a substantial life business. 
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cancellable policyholders who became in- 
sane and has been confined to an insane 
asylum. He may live for another 20 
years and we will continue to pay his 
wife this income. I declare to you it is 
a greater service to take care of this 
one insane man’s family for 20 years 
than to pay many thousands of trivial 
claims under commercial health and ac- 
cident forms.” 


How It Started 


_ Mr. Baker told how he first became 
interested in non-cancellable insurance 
when, as agent, he was approached by 
A. M. Best, publisher of insurance re- 
ports in New York, who asked him if 
his company could issue a policy which 
would guarantee him $1,000 a month and 
would be non-cancellable. 

Although at that time the Massachu- 
setts Accident had been issuing some 
form of non-cancellable policies, Mr. 
Baker did not know of it and tgok the 
matter up independently with his own 
company. After being laughed at at 
first, finally a policy was put on the 
market. 


Waiver of Premium Clause 


Mr. Baker was asked a number of 
interesting questions by agents present. 
One man asked whether or not it will 
be possible to include a waiver of pre- 
mium clause on the non-cancellable pol- 
icy similar to that issued in connection 
with life insurance contracts; that is, 
could the policy be continued in force 
without the payment of premiums dur- 
ing the disability of the assured? 

Mr. Baker replied that it would be 
possible—it would only be a question of 
getting a sufficient premium. He did 
not say, however, that his company or 
any other, as far as he knew, was con- 
sidering issuing such a contract. It was 
asked whether or not it was thought 
possible that the non-can policy would 
ever be issued on a substandard basis? 
Mr. Baker replied to this by stating that 
not sO many years ago it was not 





thought possible to issue life insurance 


on a substandard basis and yet it was 
being done today. 


Covers Catastrophe Hazard 


Is it possible that the non-can policy 
will be extended to cover until age 65? 
was another question. Mr. Baker an- 
swered and said that in this case again 
it was merely the question of getting a 
premium. 

Would the sale of “non-can” insur- 
ance be stimulated by the addition of a 
clause providing for expenses of illness 
such as hospital and surgeons’ fees dur- 
ing the waiting period? asked one agent. 
Mr. Baker replied that he did not think 
it would. He said that the non-can- 
cellable policy is sold to cover the catas- 
trophe hazard of the individual. It is 
to cover the big liability. It is to-pre- 
vent a man from being in the down and 
out class for good. He said that on 
this argument his company had been 
able to prove that eight out of ten men 
of a certain type could be sold non-can- 
cellable health and accident insurance. 
He said the medical clause would not 
help sell this type of risk and these are 
the people that want and should have 
non-cancellable insurance. 


Moral Hazard Important 


Mr. Baker said that the moral hazard 
was, of course, a big problem. He said, 
“The moral risk is a problem in all 
lines of insurance, including fire, bur- 
glary, accident and health and of the 
cancellable kind. Such is the case with 
non-cancellable as well.” . 

“Over-insurance,” he said, “is a ser- 
ious question in view of the permanent 
disability coverage offered by life insur- 
ance companies.” He said that this must 
be regarded as non-cancellable insur- 
ance in issuing new policies. He said, 
however, that the old form of non-can- 
cellable insurance which required proof 
of permanent disability would not be 
considered by the company in authoriz- 
ing issuance of non-cancellable income 
policy. 

Mr. Baker said that the average non- 
cancellable health and accident premium 








LIFE COMPANIES’ SEMI-ANNUAL STATEMENTS 
(As filed with the Governor of Georgia) 








Net Disburs. 

Assets Surplus Income ments 

ED Su ntecateacdansane $13,460,775 $1,153,190 $ 2,910,905 $ 15006 
BATRERG EATS ccccceccccccccccccccs 645,402 153,155 741,797 714.38 
Bankers Health & L., Ga........ 330,256 189,334 549,395 523.47 
SCNGEND EMEP cocsecsccscececceces 511,336 117,983 406,231 351.56 
Columbian National ..........-- 29,885,843 2,451,648 3,799,574 3,394.96 
Continental, St. Louis............ 9,351,753 694,526 1,547,237 1,068.04 
Fid. Mutual Life.............000- 62,958,449 3,257,734 7,719,239 5,107.38 
Guaranty Life, Savannah, Ga..... 65,280 26,678 131,852 131.37 
International .....ccccccccccccese 35,064,176 1,805,414 5,428,173 521,29 
Inter-Southern ........eeeeeeeeee 12,023,450 789,788 1,837,424 1,333.80 
Interstate, Tenn. ........2-+eeeee 474,488 200,897 454,801 462.54 
Lincoln Reserve, Ala 204,870 264,580 215.9% 
Michigan Mutual .... 1,693,751 2,076,828 1,634,935 
Missouri State ...... 3,497,048 11,040,361 6,834,465 
National Life U. S. A...........+. 2,767,318 3,065,629 2,529.74 
Natl. Benefit, Washington, D, C... 204,302 1,032,342 1,037.83 
WW. C. BMiptual..occccccccccscvccecs 108,973 999,781 872.015 
Old Colony, Chicago............. 2 222,182 580,559 486,749 
SOOME BOUOMRL «ccc cccccetesoese J 4,979,690 10,124,579 6,422.94 
Southeastern, Greenville......... 2,597,435 195,783 22,292 272,663 
United American, Ga..........+++ 158, 141,684 8,989 15,34 








is as large as the average life insurance 
premium and the lapse ratio is much less. 

“The non-cancellable policy will un- 
doubtedly be liberalized from time to 
time. I believe that people will buy 
shorter elimination periods on the non- 
can form in the future. At present, how- 
ever, 70 percent of our business is writ- 
ten with a 90-day elimination period. 

“Los Angeles is a city of 1,000,000 
population. We have $400,000 in non- 
cancellable premiums in force in Los 
Angeles alone.” 


Atlantic Life’s Good Showing 


The Atlantic Life’s paid business pro- 
duction of every month of 1925 except 
January has exceeded that of the cor- 
responding month of 1925. Paid busi- 
ness for August exceeded that of Au- 
gust, 1924, by $607,533. Educational in- 
surance is being stressed this month, 
agents being urged to put forth a spe- 
cial effort to sell an extra big volume 
of this class of business in September. 





Detroit Life Men Convene 


The agency convention of the Detroi 
Life was held in the “copper country’ 
of the upper peninsula of Michigan anj 


Hancock and Houghton, Mich., hy 
week. In addition some of the agency 
meetings were held on the steame 


which carried the party from Detroit t) 
the “copper country” and return. Check 
aggregating $1,000 were presented | 
agents of the company as rewards in 
the contest in June. Morris Fishma 
of Detroit won first prize, John Oate, 
Detroit, second prize; Frank Haye 
third prize. In the second class, Leo 
Lipnick, first prize; Frank Mack of De 
troit, second prize, and Andrew Schwab 
third prize. A. W. MHaubner wa 
awarded an automobile prize. 

Addresses were given by officials o 
the company, including President M. A 
O’Brien, Vice-President Frank H. W2t- 
son, Homer Guck, assistant to the pres: 
dent, and Earl C. Wightman, actuan 
A number of distinguished business men 
and city officials made addresses. 
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PEOPLES LIFE BUILDING 











— 


Cole 
~ WA) 


Chicago, 


Our agents have produced this business. 
increase. We will be glad to show you how a life insurance connection 
will be profitable to you. Today is your opportunity—A Peoples Life 
agent has the advantage. Let us show you why. 


Records that Count 


What made it possible for Peoples Life Agents to write twice the busi- 
ness in 1924 that was produced in 1923 and then during the first six 
months of 1925 show an increase of nearly three times that of the 
same period of 1924? 


Peoples Life Policies—Peoples Life Service—and Peoples Life Co- 
operation are clues to the answer. 





Illinois 


They can account for the 
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Management 


A. Wat i | The International Life has had a phenomenal growth. It is today the fast- 
actuary. i | est growing company in the Mississippi Valley. There are naturally many | 
wee factors which enter into the why of such growth. One of these—and an impor- 
tant constituent is Management. 






| 

The men who are at the helm of the International know their business. 

| They are seasoned insurance men who appreciate that agents have problems to | 
be solved and needs to be taken care of. They have built a company upon the | 







ideal of sincere service to both the agent and his clients. With such a creed | 
for a foundation they have erected—The International Life, whose name is 
known favorably throughout the insurance world and whose reputation for | 
strength, honesty, safety, and fair dealing is second to none. 






One of the “Whys” of International Life Success 





Fastest Growing Company 
in the Mississippi Valley 









International Life Insurance Co. 


St. Louis, Missouri 













| 
| W. K. WHITFIELD, President DAVID W. HILL, Vice-President | 
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W. F. GRANTGES, Vice-Pres. and Gen’l Mgr. Agents 
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To Benefit Some 
Human Being 


I WANT to bring home some sense of res- 
ponsibility.on your part to your employing 
company. I like to think of the Metropolitan 
as a realthing. It's a Company, you say, with- 
out body or soul. But I never want to think of 
of it as such. There is a spirit about it that is 
more than any of these things, that tries to bring 
home to its employees some idea of personality 
and some idea of brotherhood of the company. 


Every one of -your companies has a staff of 
officers that is thinking of what is best for the 
company and all its people. That is what you 
must do. You are a part of these corpora- 
tions. Every one has merit. Seek that merit! 


After all, what we are appealing to is the 
human heart. We are appealing to humanity 
itself. You are striving to serve men, women 
and children. You are trying to do some- 
thing that will benefit some human being. Al- 
ways keep in mind that you are working for 
humanity. It will make you better men and 
more efficient men. Every word and every line 
you publish must be directed to the heart of 
the people who read it—From an address by 
Haley Fiske, President, Metropolitan Life In- 
surance Company, before the Insurance Adver- 
tising Conference at Briar Cliff Lodge. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


HOME OFFICE 
1 Madison Avenue, New York City 














an 
NEW RATES OF THE TRAVELERS SHOW ‘| 
AVERAGE REDUCTION OF 2 PERCENT | 





A8 a part of its new life insurance pro- 


gram, the Travelers has announced new 
rates on all its policies together with 
new disability provisions.’ The new rates 
for a number of the policies are given 
herewith. All will be published in full 
in this and succeeding issues of THE 


N 


ATIONAL UNDERWRITER. 


10 PAYMENT LIFE $1,000 
Uniform Premium 
With- With With With 
out Disa- Disa- Disa- 
Disa- bility “vy — 


Ag bility A 

| ee $32.26 $36.04 $34.19 $32.39 
Sent ance 32.72 36.60 34.70 32.85 
eer 33.21 37.18 35.23 33.35 
iene cadens 33.71 37.77 35.76 33.85 
Bic cwecesce 34.23 38.38 36.32 34.38 
et studee 34.77 39.02 36.90 34.98 
| SS 35.33 39.69 37.50 35.49 
eer 35.91 40.36 38.12 36.07 
eres 36.51 41.05 38.76 36.68 
Seer 37.13 41.76 39.40 37.31 
ee 37.78 42.51 40.09 37.96 
ee 38.45 43.27 40.79 38.64 
ies eeeee6 39.14 44.05 41.51 39.34 
ere 39.86 44.87 42.27 40.07 
EST 40.61 45.71 43.05 40.83 
er ae 41.38 46.59 43.85 41.61 
Dcecnenees 42.19 47.49 44.68 42.43 
ee ae 43.02 48.43 45.54 43.28 
C—O 43.88 49.40 46.44 44.15 
MPescocuese 44.78 50.41 47.36 45.07 
ic ceeesene 45.72 61.46 48.33 46.03 
Tivewceners 46.77 52.61 49.42 47.10 
teed whoran 47.92 53.89 50.59 48.28 
i teneewns 49.07 55.15 51.77 49.46 
C—O 50.25 56.45 52.97 50.67 
See 61.52 57.83 54.26 51.98 
Sacnerenes 52.84 59.27 55.60 53.34 
Be ceecoones 54.23 60.77 57.01 54.77 
| poe 55.66 62.33 58.45 56.25 
— Oe 57.17 63.96 59.97 57.81 
a Oe 58.72 65.63 61.50 59.43 
, eee 60.35 67.39 63.12 61.13 
Geecsoccece 62.04 69.20 64.74 62.90 
“er 63.81 71.10 66.46 64.76 
| Seer 65.65 73.07 68.21 66.72 
eee 67.50 75.06 70.18 68.69 
Tieceseacses 69.50 77.20 72.20 70.84 
Serpe: 71.60 79.47 74.54 73.12 
eee 73.79 81.85 76.81 75.54 
Dec éceetts 76.00 84.26 79.11 78.01 
Boeceoovet 78.19 87.35 81.38 80.71 
i eesbeneed 80.45 90.60 83.67 83.49 
ith she eeka 82.78 94.03 86.02 86.37 
eideneene 85.2 97.66 88.45 89.37 
Siveeecete+ 87.81 101.64 - 2.59 
Dis suveaees 90.92 nae 

a: ce edhwewe 94.32 
Gacenadess 98.02 
_, See 102.02 
aaa 106.32 





10 PAYMENT LIFE 
$1,000 Initial Insurance 
Premium Reduction First Year 
With- With With With 
out Disa- Disa- Disa- 
Disa- bility uy oly 


y A 

$42.50 $46.28 $44.43 $42.63 
: 46.99 45.09 43.24 
43.75 47.72 45.77 43.89 
44.41 48.47 46.46 44.55 
45.11 49.26 47.20 45.26 
45.78 50.03 47.91 45.94 
46.47 50.83 48.64 46.63 
47.19 51.64 49.40 47.35 
47.93 52.47 50.18 48.10 
48.70 53.33 50.97 48.88 


52.93 58.03 55.37 53.15 
53.95 59.16 56.42 54.18 
55.00 60.30 57.49 55.24 
56.10 61.51 58.62 56.36 
57.22 62.74 59.78 57.49 
58.33 63.96 60.91 58.62 
59.47 65.21 62.08 59.78 
60.72 66.56 63.37 61.05 
62.08 68.05 64.75 62.44 
63.46 69.54 66.16 63.85 
64.86 71.06 67.58 65.28 
66.37 72.68 69.11 66.83 
67.93 74.36 70.69 68.43 
69.56 76.10 72.34 70.10 
71.25 77.92 74.04 71,84 
73.04 79.83 75.84 73.68 
74.86 81.77 77.64 75.57 
76.79 83.83 79.56 77.57 
78.79 85.95 81.49 79.65 
80.90 88.19 83.55 81.85 
82.88 90.30 85.44 83.95 
84.99 92.55 87.67 86.18 
87.19 94.89 89.99 88.53 
89.50 97.37 92.44 91.02 
91.92 99.98 94.94 93.67 
94.37 102.63 97. 96.38 
96.85 106.0 100.04 99.37 
99.42 109.57 102.64 102.46 
102.08 113.33 105.32 105.67 
104.85 117.31 108.10 109.02 
107.80 121.63 ° 112.58 
10 PAYMENT LIFE $1,000 
Premium Reduction Subsequent Years 
040s couse $30.64 $34.42 $32.57 $30.77 
ne6eoeuee 31.08 34.96 31.21 











- . 34.61 -67 
ecesceene 33.03 37.28 35.16 33.19 











With- With With wit, 
out Disa- Disa- Dig, 
Disa- bility bility bili 


Age bility A 
Be cecocese 33.56 37.92 35.73 33% 
icistina wine 34.12 38.57 36.33 34% 
iwiemenaes 34.69 39.23 36.94 34% 
ic eeussews 35.27 39.90 37.54 354 
i eiawbanc 35.89 40.62 38.20 36% 
epee 36.52 41.34 38.86 367 
pone 37.18 42.09 39.55 37% 
Gtntqenhis 37.87 42.88 40.28 38% 
Beacesesese 38.58 43.68 41.02 38% 
hh ccnihaee 39.39 44.60 41.86 gg¢ 
chan Gee 40.25 45.55 42.74 404 
Rendegemet 41.13 46.54 43.65 413% 
Dis eoeseeee 42.04 47.56 44.60 423 
Beccececes 42.92 48.55 45.50 439 
kcenccees 43.83 49.57 46.44 441 
— 44.85 50.69 47.50 45.3 
SaaS 45.97 51.94 48.64 463 
Steep 47M@9 53.17 49.79 474 
Sooners 48.23 54.43 50.95 4865 
Ghecceecene 49.47 55.78 52.21 49.9) 
_ | RARER 50.75 57.18 653.51 513% 
TBescccocee 52.10 58.64 54.88 52.6 
Becccceeses 53.49 60.61 56.28 54.05 
Seer 54.96 61.75 57.76 55.6 
_ Spent 56.46 63.37 659.24 67) 
Sicwestcees 58.04 65.08 60.81 588 
ae 59.68 66.84 62.38 605 
Bocccecess 61.40 68.69 64.05 62.3 
eink tert-6 teint 63.20 70.62 65.76 642 
nté¢ce6e 65.01 72.57 67.69 66. 
eee 66.94 74.64 69.74 68.2% 
RE 68.97 76.84 71.91 70.49 
Deccccccece 71.09 79.15 74.11 72.84 
Seer 73.22 81.48 76.33 75.2 
Se 75.37 84.53 78.56 77.89 
Pere 77.58 87.73 80.80 804 
Tiséecesecee 79.85 91.10 83.09 83.4 
it xganwene 82.21 94.67 85.46 86.3 
Dovccccecce 84.73 98.56 89.5 


With- With With With 
out Disa- Disa- Disa- 
Disa- bility bility _ bility 
A B Cc 


24.39 27.30 25.87 24.51 
24.76 27.74 26.2 24.89 
25.15 28.20 26.69 25.2 
25.55 28.67 27.12 25.69 
25.97 29.16 27.57 26.1 
26.40 29.66 28.02 265 
26.84 30.17 28.49 27.00 
27.31 30.72 28.99 27.48 
27.79 31.26 29.49 27.9% 
28.29 31.84 30.02 28.47 
28.81 32.44 30.57 29.00 
29.35 33.04 31.13 29.55 
29.91 33.68 31.72 30.1 
30.49 34.33 32.32 30.71 
31.09 35.01 32.95 

31.72 35.73 33.60 319 


35.45 39.91 37.47 35.82 


36.32 40.88 38.37 36.72 
37.23 41.90 39.31 37.67 
38.22 42.98 40.32 38.69 
39.25 44.10 41.37 39.77 
40.33 45.27 42.48 40.8 
41.46 46.49 43.64 42.08 
42.65 47.79 44.86 43.33 
43.91 49.17 46.23 44.67 
45.22 50.60 47.66 46.07 
46.60 52.11 49.14 47.55 
48.07 53.73 50.72 49.14 
49.60 55.42 52.33 50.82 
51.15 57.45 53.96 52.61 
52.86 59.66 55.76 54.57 
54.67 62.04 57.67 56.6 
56.58 64.56 59.64 58.8 
58.61 67.27 61.72 61.18 
60.64 70.08 63.81 63.54 
62.70 72.99 65.88 65.9 
64.87 76.12 68.05 68.49 
67.15 79.47 70.33 = 71.18 
69.67 83.20 see 741 
74.48 cece . 
77.86 

81.48 

85.38 

89.59 


15 PAYMENT LIFE 
$1,000 Initial Insurance 
Premium Reduction First Year 


ee $31.32 $34.09 $32.74 $31. 
(1 Gt ag te: 31.78 34.62 33.23 31.9% 
ites 5 ab-o4 32.26 35.17 33.74 32.38 
ky fwhl sa 32.75 35.73 34.26 32.88 
epee 33.26 36.31 34.80 33.39 
eee 33.76 36.88 35.33 33.9 
BRE sent 34.28 37.47 35.88 34.48 
sae oa 34.82 38.08 36.44 349 
AS eee 35.38 38.71 37.03 35.54 
RRs 35.96 39.37 37.64 36.18 
Be petedtis 36.55 40.02 38.25 36.7 
See 37.18 40.73 38.91 37.36 
eee 37.81 41.44 39.57 38.00 
Main abere 38.48 42.17 40.26 38.68 
ERR ES 39.16 42.93 40.97 393 
igi 39.94 43.78 41.77 40.16 
Eee 40.74 44.66 42.60 40.98 
Ret 41.57 45.58 43.45 418 
ieee 42.45 46.54 44.36 421 
i his icghe aca 43.35 47.54 45.28 43.6 
RR: 44.29 48.57 46.26 4461 
hee 45.25 49.62 47.24 45.58 
Ra Seer 46.26 50.72 48.28 see 
Se 47.33 51.89 49.38 47 7 
tn tid eta 48.43 53.10 65051 48 4 
| Viatigaite ye 49.67 54.43 651.77 ogre 
i saeacnes 50.94 55.79 53.06 51-4 
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60.32 57.39 
61.95 59.01 
63.67 60.73 
65.48 62.51 
67.33 64.32 
69.23 66.14 
71.48 67.99 
73.93 70.03 
76.55 72.18 
79.32 74.40 
82.31 76.76 
85.43 79.16 
88.68 81.57 
92.19 84.12 
95.93 86.79 
100.06 cece 




















Premium Reduction 
Subsequent Years 
With- With With 

out Disa- Disa- 
Disa- bility bility 
A B 


Age bility 
$25.33 $23.98 
25.74 24.35 

26.15 24.72 

26.57 25.10 

27.01 25.50 

27.45 25.90 

27.93 26.34 

28.41 26.77 

28.89 27.21 

42 © 27.69 

29.94 28.17 

30.50 28.68 


10 YEAR ENDOWMENT $1,000 


Uniform Premium 


With- With 
out Disa- 
Disa- bility 
Age bility A 


ee 
et et et et et OOO 


ote 


> 
-67 
76 
83 
92 
01 
10 
24 
36 
50 
65 
91 
18 
49 
81 
17 


owes 
sconobot 


With 

Disa- 

bility 
Cc 











10 YEAR ENDOWMENT 


$1,000 Initial Insurance 
Premium Reduction First Year 


With- With With 







out Disa- Disa- 
Disa- bility bility 

Age bility A Cc 
errr $103.46 $104.28 $103.30 
BUien ca vecseeuts 103.48 104.33 103.83 
ine0sé6en06ese04 103.50 104.40 103.86 
Diaeteetweedeuws 103.52 104.46 103.88 
Bev cccvccesceues 103.55 104.54 103.92 
Bee ececccossecee 103.62 104.64 104.00 
Dt hcndceeneeees 103.68 104.75 104.07 
ses onensneeere 103.77 104.88 104.17 
Bev ccoscsececess 103.85 104.99 104.26 
BEvevoewetasavece 103.96 105.15 104.38 
Bes  sescnsesesen 104.05 105.27 104.48 
Bb eseeesceeeucsee 104.14 105.42 104.58 
Dieséseuwsuntens 104.24 105.55 104.68 
Ee descbesdeses« 104.35 105.71 104.80 
eb ttenedeeneens 104.47 105.88 104.94 
Dhecsccesaseteee 104.59 106.05 105.07 
Bile cceeeeesenves 104.74 106.27 105.23 
ea 104.88 106.48 105.39 
Dicctdtescsauseae 105.04 106.71 105.57 
MPeececeeenceues 105.21 106.96 105.77 
Dik s6nseesee tune 105.47 107.32 106.06 
OT cnseodaveecce 105.76 107.70 106.38 
eae 106.07 108.13 106.72 
Ps sétannnnnenwe 106.39 108.57 107.08 
ere 106.76 109.07 107.49 
=e 107.14 109.59 107.92 
Ms ceueseeeeenes 107.55 110.16 108.38 
eneesessanenae 107.94 110.73 108.82 
eietnendeesenne 108.34 111.32 109.28 
er 108.79 111.99 109.80 
Ba coceveceocsee 109.38 112.83 110.47 
47 110.02 113.76 111.19 
110.73 114.80 111.99 
111.50 115.97 112.87 
112.35 117.27 113.85 
3.2 118.70 114.88 
4.21 120.33 116.02 
5.27 122.19 117.28 
6.45 124.33 118.70 
7.72 126.76 120.27 
9.12 129.14 122.26 
0.67 131.76 124.42 
22.36 134.62 126.73 
24.03 137.55 129.05 
125.69 140.60 131.37 


10 YEAR ENDOWMENT $1,000 
Premium Reduction Subsequent Years 
With- With With 


out Disa- Disa- 
Disa- bility bility 

Age bility Cc 
ee eet $ 87.27 $ 88.09 $ 87.61 
Dtececesvecetotes 87.29 88.14 87.64 
BG ncccccveceves 87.31 88.21 87.67 
EPececspoccecesee 87.31 88.25 87.67 
Bec cgeccesesecse 87.33 88.32 87.70 
rr ree 87.35 88.37 87.73 
BEccctevescooses 87.36 88.43 87.75 
i+ pa0teeeenenes 87.38 88.49 87.78 
ee 87.40 88.54 87.81 
insseveneeeeees 87.43 88.62 87.85 
Bees ceeeceeves 87.45 88.67 87.88 
Ee esecesooeseses 87.47 88.75 87.91 
is 6S penrenennene 87.51 88.82 87.95 
Peck eceeeonecese 87.53 88.89 87.98 
Desecsveveseentse 87.56 88.97 88.03 
Bh cceccsegeesoes 87.59 89.05 88.07 
C—O eer 87.65 89.18 88.14 
Pitercnatsraents 87.68 89.28 88.19 
Becccesceceevese 87.74 89.41 88.27 
; 87.79 89.54 88.35 
87.94 89.79 88.53 
88.10 90.04 88.72 
88.27 90.33 88.92 
88.45 $0.63 89.14 
838.66 90.97 89.39 
88.88 91.33 89.66 
89.13 91.74 89.96 
89.31 92.10 90.19 
89.52 92.50 90.46 
89.75 92.95 90.76 
90.12 93.57 91.21 
90.52 94.26 91.69 
90.95 95.02 92.21 
91.44 95.91 92.81 
91.98 96.90 93.48 
CR setnesbenennee 92.58 98.04 94.22 
BS coscecevesese 93.24 99.36 95.05 
BSc ccccocecesese 93.96 100.88 95.97 
BOccccosesceeess 94.77 102.65 97.02 
BBcsecssevcoseer 95.65 104.68 $8.20 
BE. ccccccccceses 96.63 106.65 99.77 
Be eccceececeosve 97.71 108.81 101.46 
Bn cccosencceses 98.89 111.15 103.26 
BP ccosencesesecne 100.01 113.53 105.03 
BO. cccecsetesoce 101.08 115.99 106.76 


(CONTINUED IN NEXT ISSUE) 


Attorney Named in A. I. U. Suit 


Ralph W. Jackman, Madison attor- 
ney, was on Wednesday appointed by 
Commissioner Smith of Wisconsin un- 
der authority of the governor, to repre- 
sent the state in an action brought by 
the American Insurance Union to com- 
pel the department to renew its license. 

Several years ago the Wisconsin leg- 
islature enacted a law which provided 
that no fraternal could use in excess of 
20 percent of its assets in the construc- 
tion of a home office building. Com- 
missioner Smith contended that the 
American Insurance Union had violated 
this provision and refused to renew its 
license. 

The A. I. U. then brought suit in the 
federal court to compel Commissioner 
Smith to issue a license. 


Connecticut General News 
Hartford, Conn. 





The Big Season 
For Group Insurance 


Between now and Christmas the 
bulk of the group insurance issued 
this year will be placed. : 


It is high time to begin the pre- 
liminary work. Start the case now 
and you can depend upon a Home 


Office expert to assist you. Call on 
our local agency for advice and a 
soliciting outfit. 











OUR NINETIETH BIRTHDAY 


Ninety years ago, April 1, 1835, Massachusetts chartered 
the New England Mutual. This is the oldest Charter now exist- 


ing. 


_ The granting of this Charter had a vast significance, for it 
introduced a New Idea, which cleared the way for the present 


growth of Life Insurance. 


THAT IDEA WAS MUTUALITY 





New England Mutual Life Insurance Company 


of Boston, Massachusetts 

















Fieldmen Profit by This 


N 1924 The Guardian’s Prospect Bureau yielded an average profit 
to fieldmen of 600% in commissions over their investment. In 
some sections it ran as high as 3000%. 


The Prospect Bureau is one reason why a good many of the better 
producers are casting their lot with us. One newcomer, a gene 
agent, brought with him an agency organization of nearly three 
hundred men. 


Let us tell you the whole story of what The Guardian is doing to 
better the fieldman’s success. Address, 


T. LOUIS HANSEN, Vice-President 
THE GUARDIAN LIFE INSURANCE COMPANY OF AMERICA 


Founded 1868 under the Laws of the State of New York 
58 UNION SQUARE, NEW YORK 


= 




















10 


THE NATIONAL UNDERWRITER 


September 11, 199; 








BUSINESS INCREASES 
DESPITE THE PUBLICITY 





Inter-Southern Life in Advertise- 
ments Shows That Progress 
Is Being Made 


COMMENT BY OUTSIDER 





Declares That President Duffin Has 
Triumphed in Spite of Having 
Many Nasty Obstacles 





LOUISVILLE, KY., Sept. 10— 
Nothing new was developed over the 
week regarding the controversy over 
the Inter-Southern Life and even the 
daily press has let up temporarily on 
the matter, as a result of Insurance 
Commissioner Saufley having issued a 
ruling, under which any director can 
look over the Ernst & Ernst audit re- 
port of condition of the company. 

The company has just issued an ad- 
vertisement containing statements re- 
garding business volume, which would 
indicate that in spite of all the hubbub 
that has been raised, it has not affected 
its business materially. ; 

In this statement assets are given at 
$12,000,000; reserves on policies, $11,- 
000,000; insurance in force, $106,000,000. 


Statements as to Business 


The following statements were also 
made: 

“More paid-for business in the month 
of August, 1926, than any previous Au- 
gust in the history of the company. 
More group insurance written in July 
and August, 1925, than any other two 
months. Renewal premiums, reflecting 
public confidence, larger in July and 
August than ever before. Reinstate- 
ment of business for the first six months 
of 1925 is 32.75 percent increase over 
the same period of 1924. Production ex- 
pense less than ever before.” 

Figures given in the statement would 
rather indicate that the publicity given 
to the company affairs hasn’t reduced 
business, in spite of the belief of many 
that such publicity was bound to reduce 
renewals and new business. 


Says Duffin Will Win 


During the week a man not connected 
with any of the companies, but who is a 
trained observer in insurance was in this 
city looking into the InterSouthern Life 
controversy. He visited a number of 
people who have taken a positive stand. 
There are people that have spoken their 
minds in no uncertain terms both for 
and against President James R. Duffin. 
He is the storm center of the con- 
troversy. This man expresses the 
opinion that President Duffin will win 
out in establishing his position. In spite 
of the formidable opposition this ob- 
server declares that the attacking artil- 
lery is moving back. He characterizes 
President Duffin as a man of very strong 
parts, resourceful, able and a man of real 
fighting qualities. Commenting on the 
situation he said: 

Bullt Up Fine Business 


“We must keep in mind the best in- 
terests of the Inter-Southern Life. Here 
is a company that has been built up by 
hard work and has now assumed con- 
siderable proportions. It has a fine office 
building in Louisville, it is operating in 
numerous states and has an extensive 
agency staff. It would be a calamity to 
take any course that will tend to destroy 
this company and do an injustice to the 
policyholders. ; 

“In my opinion nothing will come out 
of the Ernst & Ernst report. It has 


been filed with the Kentucky department, 
but a-hearing will be given the Inter- 


There will be some contro- 


versy over features, that will last a 
number of weeks. The company will file 
its annual statement Dec. 31 and then a 
check will be made and the financial 
status determined. The value of its home 
office building is under discussion. Presi- 
dent Duffin has had a valuation made 
by conservative authorities. The insur- 
ance departments have passed on the 
value in past years. The Coats & 
Burchard Company has gone over the 
loans in Kansas City that have been 
criticized. This appraisal company is 
one of the best in the country, and as 
I understand it does not see much out 
of line in that city: 


Absorbed Many Companies 


“Those who are in the life insurance 
business must remember that President 
Duffin has had a lot to contend with. He 
gathered together the old InterSouthern 
Life and the Citizens National Life. 
Then the Southern National Life of 
Louisville was taken over. The old 
InterSouthern Life absorbed the Busi- 
ness Men’s Mutual Life of Louisville. 
The Florida Life was taken over. The 
new InterSouthern Life took over the 
business of the Central Life of Lexing- 
ton and in 1923 the Indiana National 
Life was absorbed. In these various 
deals, securities of different kinds had 
to be assimilated. If President Duffin 
had not undertaken the merger and re- 
insurance of some of these companies, 
they might have gone by the board and 
the policyholders would have held the 
bag. 

Had Considerable Frozen Assets 


“If he had had first class securities to 
deal with all the time the present con- 
troversy would not have arisen. He has 
had to use his wits at times for some 
of his loans. In my opinion most of 
these are due to the fact that he traded 
securities that were not liquid and which 
were not yielding anything for invest- 
ments that were on an earning basis. 
I doubt if anyone else could have ac- 
complished more than President Duffin 
has with the obstacles that he had to 
encounter. In these various institutions 
that were taken over and now are part of 
the Inter-Southern Life there were many 
‘cats and dogs’ among the investments. 
These could not be changed in one sit- 
ting. It required very faithful, persis- 
tent, intelligent work. 


Assumed Too Much Personally 


“President Duffin perhaps has assumed 

too much himself. I think that he 
should have placed more responsibility 
on his associates and not tried to shoul- 
der everything himself. In his ‘admin- 
istrative work he has incurred the enmity 
of some dangerous people who have 
taken pleasure in persecuting him. 
“It seems to me unfortunate that there 
came a break between President Duffin 
and some of his associate officers, with 
the new directors that were elected some 
months ago. They were men of out- 
standing business importance in Louis- 
ville. President Duffin has a story of 
conspiracy to tell that is hair raising. 
He feels that a great looting expedition 
was being engineered that would have 
resulted in a luscious pie being cut up 
for the benefit of the participants. He 
found himself squeezed against the wall 
and he took drastic action to save the 
day. No one can listen to President 
Duffin without being impressed with his 
story. Perhaps some of it is imaginary. 
Perhaps in his crucial position he read 
the signs in the stars incorrectly, but 
nevertheless he felt that he had to take 
heroic measures. 


Ernst & Ernst Report 


“Much has been said about the Ernst 
& Ernst report. President Duffin told 
me that he did not object to anyone see- 
ing the Ernst report, but he did not hand 
it over because Commissioner Saufley 
enjoined on him a pledge of confidence. 
The Ernst report, according to Mr. Duf- 
fin, contains no statement of assets and 
liabilities or trial balance sheet. When 
Commissioner Saufley delivered it to 
Mr. Duffin’s office it was with the re- 
quest that it be treated as confidential 


AUTHORITY DISCUSSES 
INSURANCE AND TAXES 


Marc A. Law Tells National Life 
of Vermont Gathering How 
He Does It 








NOT FOR TAX EVASION 


>- 
> —_—__—_—_—— 


Chicago Agent Shows That It Is a 
Question of Knowing the Pros- 
pect’s Personal Needs 





One of the feature addresses of the 
annual convention of the $100,000 club 
of the National Life of Vermont, held in 
conjunction with the 75th anniversary 
of the company at the home office at 
Montpelier last week, was the discussion 
by Marc A. Law, associate general 
agent at Chicago, on “Insurance for In- 
heritance and Other Tax Purposes.” 

“This subject,” Mr. Law declared, is 

a broad one, and has to do with one of 
the most important of the many new 
factors which have forced new and old 
businesses to change their entire struc- 
ture—the factor of taxes. ? 
_ “I do not believe in the use of life 
insurance for evading taxes. Schemes 
to evade taxes lead only to trouble and 
are a dangerous boomerang to those that 
try them. Some years ago, during the 
days of the excess profits tax, many 
insurance men made a drive on corpora- 
tion insurance, the premiums on which 
were then a deductible item from net 
taxable income with the cry, ‘Let Uncle 
Sam carry your life insurance.’ 


Then Congress Stepped In 


“At its next session congress stopped 
this practice and put a provision in the 
law providing that premiums on busi- 
ness insurance were no longer deduct- 
able from net taxable income. This 
has never been changed and I think we 
have only ourselves to blame for its 
being there. A few years ago many 
trust companies and many life insurance 
men were advocating the use of revoc- 
able trusts in connection with life in- 
surance trusts for saving income tax. 
This was not a reasonable proposition 
and at its next session congress 
promptly put a stop to it with the result 
that many people had to abandon elab- 
orate plans and the whole thing left a 
bad taste in their mouths. 

“The courts make a strict distinction 
between evading and avoiding taxes. It 
is proper to avoid taxes but not proper 








he chose. The board of directors with 
the exceptions that are now openly 
avowed enemies of the company, voted 
to handle the matter in the way that 
Commissioner Saufley requested. Presi- 
dent Duffin tells me that he frankly as- 
serted to Commissioner Saufley that 
personally he had no objection to the 
department giving the report to anyone, 
but that the Inter Southern would not 
use the report in any way until the de- 
partment had made up its own mind at 
the due hearing as to what the com- 
missioner himself would say. If, as Presi- 
dent Duffin says, there was a conspiracy, 
then in my opinion the conspirators 
should be exposed and the utmost pub- 
licity be given to their attempt to take 
over the company for their private ends. 
“The trouble is that President Duffin 
being a man of such positive convic- 
tions, dominating personality and rather 
impulsive temperament has rubbed a lot 
of people the wrong way and they are 
not friendly to him. He has not tried to 
reconcile his opponents. There is talk 
of attempts to harmonize the differences 
because the Inter Southern Life is a 
valuable institution and many feel the 





until he adopted it or such parts of it as 





Southern. 


to evade taxes, and even legal avoidang 
of taxes can be dangerous as in the ty, 
cases I have mentioned. 


Fantastic Schemes Fall Down 


“Ever since the Board of Tax Appeaj 
at Washington has been making its case, 
public I have read them. They hay 
made one thing clear to me, and that js 
a distinct tendency to cut through tech. 
nicalities and get to the real commop 
sense facts of the proposition. Fantastic 
schemes fall down. They do not stang 
the test. 

“There has been much talk lately 
about a decrease in federal estate taxes 
or even their repeal. I do not think jt 
probable that this tax will be repealed as 
it does not seem likely that government 
expenditures will be decreased much 
further. It will not be many years be. 
fore the government will have enormoys 
demands made on it for pensions. The 
government is this year paying in Ciyij 
war pensions more than in any year 
since the Civil war. Government insur. 
ance has not fulfilled the hopes of its 
founders. 


Will Bring State Tax Increase 


“Even if the federal tax is reduced it 
is quite probable that the states will in- 
crease their rates. It is reported that 
Secretary Mellon and Representative 
Green are working for an increase of 
the credit on federal taxes allowed for 
state taxes to 50 percent or even 100 per- 
cent. The result would be that the 
states would increase their rates to 
equal the federal rates. New York state 
has recently increased its taxes to cover 
the 25 percent credit now allowed for 
state taxes against federal taxes. The 
states would eagerly grasp any oppor- 
tunity to obtain revenue which had pre- 
viously found its way into the federal 
treasury. 

“As a help to selling life insurance a 
knowledge of the tax situation is valu- 
able, and is an excellent means of open- 
ing a situation as every business man 
of consequence is vitally interested in 
taxes. Almost every transaction he 
enters into must receive consideration 
from the tax angle. 


Hard to Get Attention 


“This subject is very large and com- 
plicated and rather difficult for an agent 
to present clearly. Men of this calibre 
are usually busy and it is hard to gain 
their attention, and after gaining their 
attention it is difficult to hold it and 
control the interview. In trying to over- 
come these difficulties I worked out 
some charts which in a sketchy, con- 
densed way bring the principal argu- 
ments to a prospect’s attention. I had 
tracings and blue prints made of these 
charts and use them in the blue print 
form. A blue print, being rather differ- 
ent from the ordinary printed sheet, has 
some value as an attention getter, and 
I very seldom find a man who is not 
willing to look at them. 


Uses $1,000,000 Estate as Basis 


“They are designed to emphasize the 
advantage of leaving money by means 
of life insurance and because I use them 
in canvassing wealthy men, I use a 
million dollar estate as a basis. This 
amount is large, but it makes the presen- 
tation impressive, and I find that most 
successful men not worth a million like 
to think they are going to be. F 
“The first chart shows the estate left 
in the form of real estate, stocks, bonds, 
etc., with the resulting delays and 
shrinkages. The second chart shows the 
estate left in life insurance on the in- 
come plan with no delays and no shrink- 
age. The material in these charts is, 0 
course, not new, but I have put it in 4 
very condensed and graphic form s0 
that the contrast is shown at.a glance. 


Compares Estate and Insurance 


“The third chart is designed to meet 
the argument that a man is better off to 
invest his money in the usual way rather 
than put it into life insurance. It shows 
the expectancy of life at several ages, 
then the annual investment required to 
accumulate $100,000 at 414 percent com- 





fight has gone as far as it should.” 
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fife, then the average annual outlay for 
00,000 ordinary life. There is not 
much difference in the amounts. 

“Then it shows, in the case of a $1,- 
00,000 estate, that the $100,000 accumu- 
ited by investment would, at death, due 
to tax deductions not be worth $100,000. 
When showing this chart I make an ex- 
planation of the tax points involved. 


Aid in Building Cases 


“The charts accomplish their purpose 
in gaining the prospect’s attention and 
prompting a discussion of his affairs. 
They elicit a great deal of information, 
which is most valuable in building up a 

c. 
ar want to take up briefly one or two 
typical cases that bring out some of the 
points I use in a sale. A few years ago 
| called on a prominent manufacturer 
who was a stranger to me. All I knew 
about him was that he had a large busi- 
ness and a few years ago had built a 
new. factory. I also knew that he had 
4 $5,000 ordinary life policy taken out 15 
years ago and payable to his estate. 


Opens Way for Interview 


“At the time I called on him his line of 
business was extremely depressed. I 
went out to his plant and asked for him 
at the information desk. A few minutes 
later the girl handed me the ’phone with 
him on the other end of the wire some- 
where out in the plant. I did not like 
this very well but had to make the best 
of it. 1 told him who I was and that I 
wanted to change the beneficiary on his 
policy from his estate to his wife, tell- 
ing him, very briefly, that unless he had 
some particular reason for making it 
payable to his estate this was not a 
favorable situation. 

“He agreed with me and gave me his 
wife’s name. I then told him I wanted 
to sell his some additional insurance. He 
said there was not a chance as he was 
just then figuring on dropping most of 
the insurance he had. I told him I 
would like to talk his insurance situatfon 
over with him as I might be able to 
make some suggestions and told him I 
would get the papers for change of 
beneficiary. 


Localized the Case 


“When I brought these papers to his 
plant, he granted me an interview. I 
then immediately started to give him a 
tak on inheritance tax. All he knew 
about it was that there was such a thing. 
I showed him my card, giving the 
amount of tax on various estates, and I 
could see he was rather startled. I then 
showed him a compilation of 100 large 
estates that had been settled in Cook 
county, Illinois, during the last few 
years, with the amount of the estate, 
debts, taxes, and expenses. 

“This interested him, as he knew sev- 
eral of the people concerned, and it 
brought very close to him the fact that 
a large percentage of every estate was 
lost to the heirs. I find this compilation 
avery valuable soliciting document. It 
invariably gets the prospect’s attention, 
as he is curious to see facts of this kind 
about his neighbors. The probate court 
records are open and it seems to me to 
be well worth while for every life insur- 
ance man to get similar figures for his 
vicinity. These figures bring the inheri- 
lance tax situation very close to home. 


Value of Non-Market Stock 


“In the case I am talking about, I 
asked my prospect a few questions about 
his business and found that he owned 90 
Percent of the stock, which was not on 
public market. I then showed him 

reasury regulations 37, article 15, 
which gives the method of valuation, for 
inheritance tax purposes, of stocks for 
Which there is no definite market. 

‘It is largely based on the last five 
years’ earnings and, as his business had 
been through several highly prosperous 
years, it was readily evident that in case 
of his death his stock would be valued 
ata high figure and it would be neces- 
sary for his heirs to raise several hun- 
dred thousand dollars in cash to pay the 
imheritance taxes. There were some pe- 
uliar conditions that made it impossible 
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Illinois was ‘‘back woods” country when it brought 
out Abraham Lincoln for president. 


Today it flourishes as one of the leading agricultural 
Its cities are manufacturing centers for many 


States. 
products. 


Illinois is a good life insurance State. Its essen 
and wealth are distributed in a way to offer sple 
portunities for agency development in every section of the 


State. 


The Lincoln National Life Insurance Company has 
operated in Illinois fora number of years and has many 
millions of dollars of insurance in force in Abraham 


Lincoln’s old home State. 


The aggressive methods and high ideals of The 
Lincoln National Life organization promise success for 
the clean, ambitious, intelligent man who seeks to 
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IN ILLINOIS 


Address either 
R. C. LOWES, State Manager 
Central National Bank Building 
Peoria, Illinois 


Lincoln National Life 
Insurance Company 


‘“‘Its Name Indicates Its Character’’ 


Lincoln Life Building 


More Than $360,000,000 in Force 
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PUBLIC LIFE 
INSURANCE 
COMPANY 





An Illinois Company 
Capital $500,000 


Brokers’ Business Solicited 


Any amount up to $100,000.00 


No. Color Line. Same Rates for All 
Male and Female 


Sandal etl Sehetenteid Mekense Aeemted 
Service You Can Depend Upon 





Agency Office—108 S. La Salle St. 
Chicago, Til. 














Kaufmann’s 
Systeman 


Security Holder 


is the best leather container on 
the market designed to provide 
a place for Insurance policies, 
bonds and other valuable papers. 


Your client will appreciate that 
such a holder typifies quality 
service. The goodwill that it 
creates will be far in excess of its 
cost to you. It helps deliver 
extra policies. 


The Price is $2.25 
There is a large size at $3.15. 


Liberal quantity discounts. 


For Sale by 


THE NATIONAL UNDERWRITER 
1362 Insurance Exchange 
Chicago, Illinois 








for him to transfer any of his stock to 
his wife. 

“His business at that time was losing 
money heavily. They had large bank 
loans. The working capital was low 
and the banks were getting rather 
anxious. He had practically no assets 
outside of the business. He had great 
confidence in his business and felt sure 
it would eventually again be on a paying 
basis. He had cut his overhead to the 
bone and cut his own salary from $40,- 
000 to $20,000 a year. Furthermore, it 
was practically a one-man business.- 

“After getting these facts I showed 
him as plainly as I could what his fam- 
ily’s situation would be in case of his 
death before his business was again in 
good shape. To raise the money for 
paying the inheritance tax would be such 
an effort that it might mean the wreck 
of the business and the family fortune. 
After that it did not take much argument 
to get him to keep the $150,000 he had 
and to take an additional $100,000, 
although he had to borrow $4,600 to pay 
the premium. 


Wrote Him for More 


“Not more than six months later his 
business turned the corner and he again 
started to make a great deal of money. 
He had always greatly appreciated the 
information I gave him and some time 
ago he told me that he had some very 
close friends in the life insurance busi- 
ness, one of them a general agent of 
another company, who was a neighbor, 
but that he considered I earned the busi- 
ness by the service I gave him. Some 
months ago I sold this man $200,000 
corporation insurance and _ additional 
personal insurance. 

“Here was a case that looked de- 
cidedly hopeless turned into business by 
bringing a general situation closely 
home, and I was able to do this by a 
knowledge of personal facts given me, 
as the result of a graphic presentation 
of the general inheritance tax situation. 


Discusses Bequest Insurance 


“IT have a customer to whom I have 
sold considerable insurance for inheri- 
tance tax purposes and he thought he 
was sufficiently covered for this purpose. 
One day while talking to him on general 
lines trying to develop a lead for addi- 
tional business I mentioned the proposi- 
tion of insurance for charitable purposes. 
He then informed me that he had a 
clause in his will providing for the pay- 
ment of $125,000 to certain charities. 

“T told him I thought he could accom- 
plish his purpose better and at less cost 
to himself by the use of life insurance. 
In the first place he could save his estate 
the necessity of raising the amount of 
cash for payment to the charity. I knew 
that the estate consisted mostly of com- 
mon stock interest in a great family 
business and that the family was very 
loath to part with this stock. I told him 
further that the premiums were a deduc- 
tibe item in figuring his income tax. 


Saved Estate $20,000 


“We figured at his age that $125,000 of 
ordinary life would call for an average 
annual outlay during his expectancy of 
$6,526. Figuring his top rate of income 
tax at 30 percent, and it is now more, 
the saving was $1,957 a year. Deduct- 
ing this from the amount of the prem- 
ium, $6,526, left the actual cost to him 
$4,569. Were he to take $4,569 and in- 
vest it at 4% percent compound interest, 
tax free, which he realized was an un- 
reasonable rate, and invest this amount 
every year for the balance of his ex- 
pectancy he would have at the end of 
the time about $100,000 as against $125,- 
000 proceeds of the insurance. 

“With some adjustment for differences 
in -inheritance tax the proposition 
showed a saving to his estate of about 
$20,000.” 


Employes Take Insurance 


The Penn Mutual reports a large 
business following its announcement 
that it would issue the salary savings 
form of life policy. More than $500,000 
of this insurance has been taken volun- 
tarily by the home office force of the 


GROUP POLICY SOUGH 


RURAL MAIL CARRIERS Pay 





National Association at Cleveland R 
cently Studied Problem and Gave 
the Necessary Approval 


LANSING, MICH., Sept. 9—Ptay, 
are complete for the insuring of th) 
45,000 members of the National Rurj 
Letter Carriers Association and the; 
families under one of the biggest Single 
group life policies yet written, it was 
stated here Wednesday by Lorne ¢ 
Blackman, secretary of the associatio, 
Approval of negotiations toward obtaip. 
ing such a contract was given at th 
national convention in Cleveland wee 
before last. 

Mr. Blackman did not disclose th 
company furnishing the master policy 
but stated that a large legal resere 
company had submitted a propositic; 
which was accepted. Lucian Andrey; 
of Whitewright, Tex., formerly chair. 
man of the insurance committee of th 
association, has been named superviso; 
of the new insurance department of th 
association. 


Met Unusual Problem 


Unusual problems presented them. 
selves to the rural letter carriers be. 
cause insurance laws of several state 
governing group policies specify th 
employer shall make application for the 
policy and shall defray some portion 
of the cost. As the letter carriers ar 
federal employes such a procedure wa 
not possible and only those companies 
could be considered which could issue 
a master policy direct to the associ 
tion. New York and Michigan con- 
panies for instance were excluded du 
to the nature of their laws. The pla 
allows each association member to ob- 
tai? $2,000 death benefit at a rate o 
approximately $12 a year per $1,000 for 
every association member irrespective 
of age and without medical examination 
including substitute and retired carriers 
Provision for insuring of wives and 
children of members is also made; the 
maximum amounts for wives and chil- 
dren may be set at $1,000 and $50 
before the plan is put into effect 
Premiums wil probably be payable in 
quarterly installments. 


WILL HELP IN AGENCY RALLY 


Berkshire Life General Agents Will Go 
to Des Moines to Speak at 
Staff Meeting 








A number of the Berkshire Life met 
who will be in attendance at the annual 
convention of the National Association 
of Life Underwriters at Kansas City, 
will return by way of Des Moines to 
assist General Agent Joseph P. Peterson 
of that city to put on a staff meeting 
The meeting will be held Oct. 3 in the 
Berkshire Life offices. The following 
will be present: W. M. Furey, general 
agent at Pittsburgh; Capt. W. M. Car 
roll, general agent at New York City; 
J. B. O’Brien, general agent, Albany; 
Frank H. McChesney, general agett 
Rochester, N. Y.; H. L. Amber, gener! 
agent, Buffalo; Leon A. Triggs, genet 
agent, Minneapolis; T. J. Opey, gener 
agent, Kansas City, and W. R. Furey, 
agent at Pittsburgh. The meeting wi! 
be followed by a banquet in the evenmg 
when W. M. Furey will be the speaker 


Travelers Realty Loans 


Funds of the Travelers are beité 
loaned in large amounts on real estate 
in Philadelphia by the Frank H. Jacks 
Company, mortgage brokers. Funds have 
been distributed at the rate of $400,000 
monthly, The provisions under which 
the Travelers allows its money to 
parceled out are that the amount of the 
first mortgage loan shall not exceed 5! 
percent of the appraised value of thé 
property, that the fire insurance be 
placed in the Travelers Fire and that thé 




















company. 


realty be detached or semi-detached. 
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AGENCY MEETING HELD 


NATONAL GUARDIAN RALLY 





President George A. Boissard Calls At- 
tention to the Great Waste in 
Appointment of Agents 





President George A. Boissard of the 
National Guardian Life in his talk at 
the agency convention at the home of- 
fice at Madison, Wis., urged more care- 
jul selection in the appointment of 
agents. He said there is too great a 
turnover in agency material all of which 
means a large waste. He said that the 
trend of the times in his own organiza- 
tion is more along agency organization 
lines and not individual effort. Mr. 
Boissard held that it was necessary to 
aim at the elimination of non-productive 
agents. He said that there are too many 
agents appointed by careless methods 
and guess work. There must be more 
careful selection, investigation and sift- 
ing out of the material at hand. Mr. 
Boissard urged the general agents to 
make a producer when they made an 
appointment. 


Harder Work Is Needed 


It is necessary to get men who will 
work harder. He said that very few 
life insurance men really spend two 
hours a day in the presence of pros- 
pects. Their time is given to other de- 
mands. He said that it is no trick at 
all for an agent to speed up so that he 
makes two more calls a day. Then a 
solicitor should raise the percentage of 
closed busitiess to the number of calls. 
Mr. Boissard urged agents to stop doing 
unimportant or trivial things and give 
more time to actual work. 

He said that the agent who is worth 
while is the fellow who cuts out all 
devious and clever schemes and gets 
down to regular soliciting selling old 
fashioned life insurance and rendering 
service to policyholders. He said that 
there are many sky rockets that are 
shot into the sky but they soon fall. 
Many a scheme has been devised to 
try to attract prospects but the business 
that pays is the business that stays. 
That is the business that has been writ- 
ten right. 

Mr. Boissard urged agents to keep 
in mind the average policyholder. He 
said that at the time Theodore Roose- 
velt was in the White House, in his 
business office hung a picture of an lowa 
farmer with his shoes off sitting in the 
kitchen reading the weekly newspaper. 
Here was a man with a bunch of whisk- 
ers on his chin and probably hayseed in 
his hair. Roosevelt said that it was his 
ambition to satisfy that man. Mr. Bois- 
sard said the man who has to make 
sacrifices to pay the premium, the man 
who is going along without making 
much noise, who is steady and reliable 
is the one that should be satisfied and 
the one who deserves service. 


W. J. Wandrey’s Talk 


W. J. Wandrey, agency secretary, in 
his talk, said that in hearing about what 
other agents have done and in studying 
the methods that have been used to 
get business, it is necessary for an agent 
to apply these practically to his own 
benefits. Mr. Wandrey characterized 
sincerity as the keystone in the arch of 
lé insurance. He said that a good life 
msurance agency is seldom for sale. 
Fire and casualty agencies are frequently 
sold but a good life insurance agency 
is Closely held. 

Tesident Boissard presided at the 
usiness sessions and also acted as 
toastmaster at the banquet. There was 
Considerable enthusiasm over the return 
of Secretary Benjamin S. Beecher, who 
had been critically ill and underwent an 
operation. Mr. Beecher is held in high 
regard by the organization. In honor 
of his return a number of new applica- 
tions were secured. Mr. Beecher was 
Present at the banquet and gradually 





TO HAVE A GOLF TOURNAMENT 





Local Life Men at Kansas City Will 
Look After Visitors in Fine Shape 
at National Convention 





Extensive arrangements are being 
made by the Kansas City Life Under- 
writers Association for the entertain- 
ment of the delegates and visitors to the 
National Association convention in that 
city. The first event will be a dance 
and reception at the Muehlbach Hotel 
on the evening of Sept. 28. Following 
the morning session the next day there 
will be an automobile drive in the after- 
noon for the women, ending with tea at 
the Hillcrest Golf Club. Tuesday eve- 
ning will be in charge of the Kansas 
City Life, there being a dance and buffet 
supper at its new building at Broadway 
and Armour. There will be a series of 
entertainment features that evening ar- 
ranged by the local life companies, the 
Kansas City Life, National Fidelity Life, 
Business Mens Assurance and Midland 
Life. Golf will be the main feature 
Wednesday and Thursday afternoon. A 
regular tournament is to be played the 
winners to be announced at the banquet 
Thursday evening. On either Wednes- 
day or Friday evening there will be a 
minstrel show. A luncheon for the 
women will be given at the Mission 
Hills Golf Club, Thursday noon. 








will get back on the firing line. Insur- 
ance Commissioner W. Stanley Smith 
of Wisconsin and Agency Secretary W. 
J. Wandrey addressed the agents at the 
first session, C. M. Cartwright of Tue 
NATIONAL UNDERWRITER and John L. 
Shuff of Cincinnati, home office general 
agent of the Union Central Life, gave 
talks at the second session. At the din- 
ner, the speakers were Mr. Cartwright, 
Mr. Shuff and United States District 
Attorney William Daugherty of Janes- 
ville, Wis., a policyholder of the com- 
pany. On the third session, talks were 
made by Paul F. Cranefield, agency su- 
perintendent; Richard Boissard, assistant 
secretary; A. V. Hurst of Eau Claire, 
Wis.; Frankin Van Sant of Madison, 
and W. R. Greenwood of Chippewa 
Falls, Wis. At the last session, W. E 
Walker, an advertising man, spoke. 


A. V. Hurst Speaks 


Richard Boissard, manager of the 
statistical department, headed the second 
day session with a talk on “The Com- 
pany” in which he showed that the ratio 
of capital and surplus to policy reserve 
is very high. 

A. V. Hurst, general agent at Eau 
Claire, Wis., and one of the leading pro- 
ducers, gave a talk on “Field Work 
with a New Man.” He said that the 
life insurance business of today calls for 
men with self-starting ability. If a man 
wants to succeed he must have intelli- 
gence, industry and integrity. Sentiment 
sells more insurance than cash values 
and dividends. He said, “I rarely urge 
a man to go in full time at the start, 
that is, in small towns. It is difficult 
for the man to utilize his entire time as 
a life insurance solicitor early in the 
game in a small community and it is 
much better for him to carry on his 
regular occupation for a while, working 
up prospects and getting business by 
night calls. After a while, when he is 
better versed, he can jump in full time 
and make a go of it. I get many good 
agents through the cooperation of my 
present agents. I go into the field every 
two or three weeks with my new agents 
and spend from one to two days with 
him calling on prospects.” 

Franklin Van Sant of Madison, a 
member of the home office general 
agency spoke on insuring future earning 
capacity. In a talk on “Thirty Years of 
Life Insurance Selling,” W. R. Green- 
wood of Chippewa Falls brought out 
many essentials to successful selling. 





THAT AIN'T NOTHIN 
1 GOT ANEW KIND . 

oO’ BAIT AN,! BET I'LL 
KETCH MORN YOU DID 
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Since this cartoon was published the 
little fellow on the right has already 


made his first catch. This July 
showed an increase of more than a 


Million over July, 1924. 


The 314% guaranteed interest refers to 
the recent announcement that the 
Union Central will guarantee that 
rate on funds left with the Company 
under settlement options. The previ- 
ous ratewas 3%. According to 
present schedules the new rate will 
be increased by I'4% surplus interest, 
making a total of 5%. 


Salary Savings Insurance is another of 
the Union Central’s recent strides 
along the path of progress, which 
makes it easier for the agent to in- 
crease his income. 


The Union Central 


Life Insurance Company 
CINCINNATI, OHIO 
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Another Forward Step 


The Salary Savings Plan opens a new and broad field of life 
insurance distribution. This Company has adopted it, and thus 
maintains its front-rank place among the progressive companies 
whose leadership has been gained by vision and initiative. 

This Plan gives life insurance at its best to groups of salaried 
employees and wage-earners in return for monthly premium pay- 
ments. 

Always room in this organization for men and women who 
have the forward look, and who look with intelligence and in- 
dustry and integrity. Unexcelled service, together with three fine 
monthly agency publications and first-class advertising literature, 
supply our representatives with an unsurpassed equipment. 


The Penn Mutual 


Life Insurance Company 
Philadelphia, Pa. 




















Close cooperation is necessary You believe in yourself 
If If 
A friendly interest is needed You want a REAL job ; 


Write or wire 


S. M. GROSS, President 


| OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 


Organized 1847 
If If j 
Territory does make a difference You are a producer 
If If 

















THE CAPITOL LIFE INSURANCE COMPANY 


Clarence J. Daly, President Denver, 
Condition—December 31, 1924 
Assets cccccccces PPYTTTITITITI TTT TTT iT $ 7,131,728.89 
EAmbiMtles socccoccccccccccccccceccoscses 6,263,650.65 
Capital and Surplus......seccesseseesees 078.24 
Insurance in Force ...... eecccccccccecoe 54,025,068.00 


FULL HOME OFFICE CO-OPERATION ENABLES OUR AGENTS TO SUCCEED. 
DESIRABLE TERRITORY OPEN TO MEN OF ABHLITY. 











| THE OLD LINE 


| CEDAR RAPIDS LIFE 
INSURANCE CO. 


| A Good Western Company 





| Up-To-Date Policies Liberal Contracts 
Good Opportunities in 
lowa, South Dakota, Minnesota, Nebraska 


i Cedar Rapids 
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SOME OF THE SPLENDID BACKGROUND | 
OF HARTFORD’S INSURANCE COMPANIES | 
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By E. J. WOHLGEMUTH 


HARTFORD, CONN., Sept. 10.— 
Hartford as an insurance city is vastly 
different from what it was only 10 years 
or so ago. It might be said that it has 
completely changed. Out of 160,000 
population 35,000 are said to be con- 
nected with the insurance business. This 
estimate seems to be rather high. The 
Aetna Life and Travelers organizations 
have 3,500 or 4,000 employes each. 
Hartford is a manufacturing and insur- 
ance city. Figures taken recently from 
the salary lists on file with the insurance 
departments showed one company to 
have 99 officials and other employes 
drawing salaries of over $5,000. This 
means many department heads, effi- 
ciency men, sales experts and so on 
who have been drawn to the city or 
developed out of the local talent. 


Insurance Atmosphere Is Seen 


There is an insurance atmosphere 
everywhere and it would seem to be 
impossible to get away from it, day or 
night. The Hartford Club, the down 
town luncheon club, has special tables 
reserved for the larger insurance or- 
ganizations. Some companies follow 
the English custom, and have luncheon 
rooms for the officers in their own 
buildings. 

Some of the larger organizations have 
been or are being reorganized through- 
out with younger men, Those that are 
going ahead the fastest have gone 
through this process. 


Change in Plan Seen 


In a composite company in the old 
days, each official was more or less 
familiar with all departments of the 
business. He was an “all-round” in- 
surance man. The Travelers, for ex- 
ample, used to have one actuarial 
department which served all branches. 
Today it has three distinct actuarial 
offices, for life, accident and casualty. 
So on down the line. A compensation 
official is likely to spend a life time 
without getting into other departments. 
He does not need to know about the 
company as a whole. Everything in the 
big companies is thoroughly specialized 
and departmentalized. This means hun- 
dreds of minor officials who, except 
for curious interest, know about their 
own line in the company only. 


Do Only the Big Things 


Men like President Brainerd of the 
Aetna Life, President Butler of the 
Travelers and President Bissell of the 
Hartford Fire need concern themselves 
only with generalities, except as their 
personal interest may cause them to go 
into details. Theirs is the rather onerous 
job of keeping the machinery oiled and 
supply broken parts and not to become 
a part of the machinery itself. The 
average man’s duty in a big organization 
is to confine himself to his own depart- 
ment. While there is a higher special- 
ization there is also a corresponding 
decrease in scope. 

In this way Hartford has changed 
from 10 years ago. It is no longer the 
same city to the insurance man. You 
can not call on any one man, except 
perhaps the president, and meet the 
representative of any more than a part 
of the company. When you take in 
the company as a whole you enter the 
realm which in England among the 
great organizations is callad “higher 
policy.” 

Passing of the Old Time Official 


Gone or going is the old time official 
who was prepared to discuss all ques- 
tions affecting the company. Gone is 
the old time Hartford insurance man 
who gave the city its peculiarly Hart- 
ford or New England insurance repu- 
tation. Hartford is a greater insurance 
city than it ever was, but organization 
has made it no different from similarly 
organized insurance districts in New 





York, Chicago or Philadelphia. 7, 
make it short, efficiency has driven oy; 
the old personality. 


Interest in the Old Hartford 


Digging around in the old insurance 
Hartford we get story and _ inciden 
which stand out in added relief viewe( 
in the modern setting. We cut a cross 
section through American life and in. 
dustry of today and get down to the 
simpler basis upon which life and busi. 
ness were formerly conducted when we 
step back in Hartford insurance history, 
No doubt many a harassed head of 3 
great enterprise wishes he were there 
now. 


Morgan and Goodwin Influence 


The names of Morgan and Goodwin 
synchronize with the best and strongest 
Hartford and Connecticut have pro- 
duced in insurance and finance. The 
name of Morgan is known throughout 
the world. It may mean to some per. 
haps just a little more than any other 
name except that of royalty while the 
Morgan family of today retains only a 
sentimental interest in Hartford insur. 
ance. For three generations the head 
of the Morgan family served on the 
board of a Hartford company and in the 
history of Hartford insurance the Mor- 
gans have played a large part both di- 
rectly and through the closely connected 
family of Goodwin. Both families owe 
much of their success to insurance and 
insurance owes much to them. 


Private Fortune Is Pledged 


In the New York fire of 1835 the Mor- 
gan of that time pledged his fortune to 
redeem the losses of the Aetna Fire. It 
was at his coffee house that the Aetna 
Fire was organized in 1819. He main- 
tained this coffee house as the terminus 
of the stage coach line that he owned 
and which later became the New York, 
New Haven & Hartford railroad. This 
was Joseph Morgan and with him on 
the first board of the Aetna Fire was 
James J. Goodwin, who served for a 
time as secretary, and who married his 
daughter. This connection between the 
Goodwin and Morgan families was a 
very significant one in Hartford insur- 
ance because the Goodwin-Morgan con- 
nection became the most important in- 
fluence in the development of the Hart- 
ford companies. Members of the family 
became among the largest holders of 
stock in Hartford companies, among 
them the Hartford Fire, Aetna Fire, 
patan Life and Connecticut General 

ife. 


Influence of Francis Goodwin 


The late Francis Goodwin was per- 
haps the strongest influence in the Hart- 
ford companies. For 45 years he lived 
in a beautiful home of 15 acres a few 
blocks from the center of the city and 
built and tended a garden of unusual 
proportions. He is said to have done as 
much for the city of Hartford as any 
other man. 


James Goodwin a Big Factor 


But it was the father of Francis 
Goodwin, Major James Goodwin, who 
was the real creator of the family 
fortunes. His brother-in-law, Junius Mor- 
gan, the London banker and grand- 
father of the present J. Pierpont Mor- 
gan, once said, on a visit back home, 
that he was the best business man he 
knew. He was president of the Connec- 
ticut Mutual Life for 30 years, until he 
died in 1878. He was succeeded by E. A. 
Bulkeley, who afterwards became the 
founder of the Aetna Life, two yeafs 
after the Connecticut Mutual Life was 
started. He bought large blocks of fire 
company stocks, with his father-in-law, 
Joseph Morgan, buying almost the et 
tire stock of one of the companies aftet 
the New York fire of 1835, for a song: 
At the age of 17 he became the ownef 
of the main line of mail stages running 
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ast of Hartford. He clashed with E. A. 
Bulkeley, the founder of the Aetna 
Life, in a contest for control of the 
Connecticut Mutual, and Mr. Bulkeley 
garted his own company, today the or- 
ganization with the largest premium in- 
come in Hartford. Mr. Bulkeley and his 
<on, Senator Morgan G. Bulkeley, have 
heen powerful factors in Hartford insur- 
ance, their influence paralleling that of 
the Goodwin-Morgan connection. James 
Batterson with his Travelers was also 
, great development but casualty insur- 
ance did not figure prominently until 
the later years. 


Per: lities Behind the Scenes 





To explain Hartford’s vitality as an 

insurance center we have to sketch 
these personalities behind the scenes, as 
the names of some of the most impor- 
ant figures are scarcely mentioned in 
the insurance histories. Francis Good- 
win, for instance, who for many years 
was perhaps the greatest influence on 
the boards of some of the Hartford 
companies, never held office in any. 
Miter his father, Major Goodwin, died 
the family disposed of some of its insur- 
ance stocks, but Mr. Goodwin took a 
keen interest in those still held. His 
advice was invaluable on numerous oc- 
sions. His function in the insurance 
history of Hartford was to keep the 
companies developing along sound lines. 
His son-in-law, Henry S. Robinson, is 
now president of the Connecticut Mu- 
tual. 


Creators of Insurance Stability 





The Goodwin family over generations 
has developed insurance in Hartford, 
and has kept pace with the development 
of the Morgan family in the field of 
finance. They are in fact one and the 
ame family. This has had an important 
hearing on insurance. When the San 
Francisco losses were considered it was 
to J. P. Morgan & Co. that one of the 
largest companies looked for relief, and 
promptly was accorded it. The early 
iortunes of the Morgan family were 
founded largely in Hartford insurance 
ad Hartford is the family home. The 
house where the elder J. P. Morgan 
was born is a modest frame house still 
standing. Insurance in the last analysis 
isa business of finance. 




















Had Fine Financial Advice 







The Hartford companies during their 
development period had the best the 
country had to offer on their financial 
‘ide. The growth of a firm like J. P. 
Morgan & Co. could not go on for sev- 
tal generations without the family 
which produced the creative minds of 
its heads profiting from the close and 
ntimate contact which necessarily re- 
wlted. The growth of the world’s great- 
‘st banking house was cradled in the 
same environment as that in which de- 
veloped the most important group of 
— companies outside of New 
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Hartford View of Morgan & Co. 






lt is worth giving here a little of the 
Hartford view of J. P. Morgan & Co. 
Joseph Morgan and James M. Goodwin, 
a shown, became largely interested in 
Hartford insurance companies in the 
arly days. Joseph Morgan’s son, Junius 
‘S. Morgan, was an exceptionally bright 
young man and when Mr. Peabody of 
Boston, who had established an Ameri- 
tan bank in London, was looking about 
‘of a junior associate Junius Morgan 
was recommended to him. The young 
Morgan left Hartford and went to Eng- 
and. On the death of Mr. Peabody he 
Succeeded to the business, with the ex- 
Press stipulation that the name Peabody 
should not be continued in the firm. 
Mr. Peabody’s American correspondent 
vas A. J. Drexel of Philadelphia and in 
‘ime this branch became Drexel, Mor- 
kan & Co., of which E. T. Stotesbury 
is the head. The real start of Peabody, 
Morgan & Co. in London was when the 
Rothschilds turned down a $25,000,000 
French loan and it was offered to the 
\merican firm. It is family tradition 
hat J. P. Morgan, the elder, ascribed as 
me of the chief reasons for the firm’s 
ucess the oft repeated injunction of 





























his father in sending him back to Amer- 
ica: “Always be an optimist on the fu- 
ture of the United States.” Simple 
enough to be absolutely certain that you 
were always dealing on a rising market. 


Morgan Name One to Conjure With 


J. P. Morgan, the elder, often visited 
Hartford and conferred with the various 
members of his family. He left his es- 
tate in such form that the name must 
be continued in the firm for at least 
three generations. Thus the name Mor- 
gan has become one to conjure with in 
world finance and will necessarily con- 
tinue for at least another generation. 
No doubt one reason for Hartford’s in- 
surance strength lies in the backing 
given the business through the close 
identification with it as stockholders of 
the strongest financial, family and social 
interests of the east. 

Compare this backing with the inex- 
perienced and hesitant backing often 
accorded a struggling management in a 
city without insurance investment back- 
ground. The largest stockholders of 
Hartford understand the duties and re- 
sponsibilities of stockholders and insur- 
ance financiers as well as does an 
experienced management the insurance 
end. Thus the two work hand in hand. 


SERVICE CONTEST WINNERS 





Lincoln National Life Announces Those 
That Came to the Front in 
Month’s Campaign 





Winners in the policyholders’ service 
month contest conducted by the Lincoln 
National Life are announced. The re- 
quirements were that the business be 
written, examined and paid for accord- 
ing to the agent’s contract. 

Bennes of Thief River Falls, 
Minn., wins first prize in the section for 
the largest niimber of applications written 
on individuals whose names were fur- 
nished by old Lincoln Life policyholders. 
S. H. Annis of Michigan, and C. B. 
Rittenberry of Texas, win second and 
third prizes in this division. 

For the largest number of applications 
written on the lives of old policyhold- 
ers, T. King Callaway of Texas wins 
first prize, with Ben T. Baird and W. P. 
Lowes, both of Illinois, winning second 
and third prizes. 

For the largest amount of life insur- 
ance written on the lives of Lincoln Life 
policyholders, C. F. VanderVeen of 
Michigan wins first place, with G. F. 
Lofthouse of Michigan and S. J. Cherry 
of Texas, second and third. 


Important Points in 
Business Conservation 


N presenting the conservation prizes 

for the Illinois Life, Secretary O. J. 
Arnold made the following important 
points: 

1. That the renewal commissions rep- 
resent the real profits of the life insur- 
ance agent. 

2. That when the second year’s pre- 
mium is paid, payment of future 
premiums is practically assured. 

3. That the most effective way of se- 
curing payment of the second year’s 
premium is personal contact with the 
insured by the man in the field; and, 

4. That there is no profit in business 
issued to men who are “poor pay”; 
that is a waste of time to solicit business 
from poor financial risks. 


Pratt Made Superintendent 


J. H. Pratt has become superintendent 
of agents for the life department of the 
Earls-Blain Company in Cincinnati. The 
Earls-Blain Company recently became 
general agents of the Berkshire Life for 
southern Ohio and northern Kentucky, 
with George Johnson in charge of the 
life department. Mr. Pratt comes to the 
Earls-Blain Company with many years 
of experience in the business. He was 
for 11 years with the agency department 
at the home office of the Connecticut 
Mutual Life and more recently has been 
connected with the Massachusetts Mu- 
tual Life in Cincinnati. 














NON-MEDICAL 


WE WRITE NON-MEDICAL 


BECAUSE it enables our representa- 


tives to close more business in less 


time. 


Non-Medical is now a characteristic 
and important part of West Coast Ser- 
’ vice in all our continental territory ex- 
cept those States where an examina- 


tion is required by law. 


Wesr Coast Lire 


INSURANCE COMPANY 
HOME OFFICE - SAN FRANCISCO 


The only company on the Coast carrying Group Insurance ie fr 





























Satisfaction 


There is a sense of satisfaction in represent- 
ing a Company which has long been known as the 
“Policyholders’ Company” because of satisfactory 
service to its members for a period of eighty years. 





The 


Mutual Benefit Life Insurance Co. 


Organized 1845 
Newark, N. J. 


























_ American National Insurance Company 
OF GALVESTON, TEXAS 








W. L. MOODY, JR. SHEARN MOODY, Ww. J. SHAW, 
President Vice-Presiaent Secretary 
FINANCIAL STATEMENT DECEMBER 31, 1924 
ASSETS Net B CAARSLESIES 
et Reserve—American expe- 
Real Estate Owned.......-- $ 1,087,812.90 rience table 8 and 8% %..$16,888,270.45 
Mortgage Loans.......+.. 6,890,667.38 Reserves for Death Losses in 
Collateral Loans. tp taseceses ,000.00 Process of Adjustment or 
Loans on Company’s Policies. 1,935,186.96 Adjusted and Unpaid..... 191,769.07 
Bonds and Stocks.......... 7,558,484,10 Reserve for Taxes and Depre- 
Cash in Banks....... sevsess 1,684,681.68 ciation ..-+e2e+rseeseeeees 167,652.47 
Certificates of Deposit..-... 38,750.00 Miscellaneous Liabilities... .. 199,680.69 
Interest Due and Accrued... 880,582.96 Capital Stock. ..$1,000,000.00 
Deferred ne epee Pre- oases Assigned Fund . 
miums (net)......++0ss0++ ,620. 
Un 1 Fire Ios. P "hack 1418.07 Surplus ...... 2,106,617.66 
Total Assets......00.00. gasenscnce | Eee Sealy Ful 8,106,617.86 
Total Liabilities... ......$20,0568,899.07 
GAINS MADE DURING 1924 
Increase in Insurance in Force. ....++++e++++++ ++ -$87,080,018.00 
Increase in Admitted Assets .....-+++e-ceeeeeeees 2,983,810.58 
Increase in Surplus Security to Policyholders...... 287,346.11 
TOTAL PAID POLICYHOLD- 
INSURANCE IN FORCE “ERS SINCE ORGANI- ADMITTED ASSETS 
DECEMBER 81, 1034 TION $20,058,899.07 
$353,067,483.00 $16,854,807.56 
Ordinary Life, Industrial Life & Accident Insurance to Meet the Requirements off Every 
Insurable Person. 
HOME OFFICE BUILDING ; 
Operates in Twenty-Two States, the Republic of Cuba and Territory of Hawaii 


Averages, $754,650.00 per Month 








| Gross Income 
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q Vice-Pres. 


Insurance Co. 
DALLAS, TEXAS 
HARRY L. SEAY, President 


Insurance in force 


$94,000,000 
Admitted Assets 


$10,200,000 


Advantageous agency contracts open to men 


of ability’ and integrity in 


TEXAS 
INDIANA 
TENNESSEE 
MINNESOTA 


Our standards are high, our requirements 
strict, but we can offer remunerative and 
pleasant agency connections to the right men. 


CLARENCE E. LINZ 


and Treas. Agency Manager 


Southland Life 




















Who consi 
some basis 


offering so 





The MEDICAL LIFE 


iders every living person insurable upon 
has just entered Illinois and South Dakota 


and has some very desirable territory open and is 


me very attractive Agency Contracts. 


Address inquiries to: 


F. H. Wight, State Agent, 
417 Citizens National Bank Bldg., 
Decatur, Illinois. 


and W. R. Leisure, State Agent, 
P. O. Box, 
Sioux Falls, South Dakota. 
” 
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Grew 
ICAL LIFE 


INSURANCE COMPANY OF AMERICA 


WATERLOO IOWA 


I. G. LONDERGAN 
Vice Pres. & Gen’! Mgr. 























Payments to 


NCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


Issues the mos 
with premiums payable ‘annually, semi-annually or quarterly 


mrennese. VIRGINIA 
forms of ORDINARY Policies 
$1,000.00 to $50,000.00 
an 
INDUSTRIAL —— from gi2. 50 7 eee 


with 
CONDITION 0 ON N DECEMBER be 1924 






1.985.784, 
SOHN G. WALKER, President. 














EFFECTIVE WORK IN 
SMALL TERRITORY 


Some of the Methods Used That 
Have Been Successful 
in Results 





WASTE IS ELIMINATED 





Agents Need To Be Trained In Order 
To Be More Efficient as 
Producers 


W. M. Stafford, manager of the north- 
eastern Illinois agency of the Illinois 
Life, and president of the $100,000 Club, 
has been particularly successful in build- 
ing an agency in a territory consisting 
of three or-four counties. He has been 
out on the firing line, getting in touch 
with his territory, stimulating interest, 
appointing agents and so on. Mr. Staf- 
ford’s comments therefore, on his ex- 
perience in a small territory is well 
worth while. He says: 

“My experience in agency organizing 
has proven conclusively to me that a 
small territory well organized will bring 
better and more permanent results both 
to the agent and the agency manager. 
Quite obviously, a small territory pro- 
ducing the same amount of business as 
a large one, costs considerably less in 
time and in traveling expenses and this 
is, of course, even more true in the case 
of the manager than in the case of the 
agent. Men working closeetogether, if 
properly managed, can be tremendously 
helpful to each other, and the belief that 
they interfere with each other is all 
humbug. As a matter of fact this is 
only an excuse made by poor agency 
managers, since where a territory is 
closely organized, the company is kept 
continually before people in the section 
and they are more than half sold before 
they are approached. We all like to do 
business with people who are well 
known and successful, and where an 
agency is closely organized it is, of 
course, well known and much talked 
about. 

Insurance Boom Exists 


“I believe in the existence of’ an in- 
surance boom just as much as in a real 
estate boom. While it may come in a 
smaller degree, nevertheless, in intensive 
agency development in a small territory, 
it not only can be created, but has been 
many times to the profit of the managers 
and first of all, of course, to their men. 

“You ask, ‘Do I find a small territory 
a handicap?’ My answer is ‘Absolutely 
no!’ If a manager cannot organize a 
small territory efficiently, what chance 
has he to make a large one productive. 
The trouble is that many men think that 
if they have a large territory under their 
control, appoint a few scattered agents 
and work with them occasionally, they 
have organized the territory; and when, 
as the result of this method, they do not 
send in as much business as is expected 
of them, they immediately think it is 
because their territory is not large 
enough, whereas a good manager can 
get business out of any territory. Every 
agency manager knows that the expendi- 
ture of time and money as against total 
commissions earned is the determining 
factor in the profitable development of 
any territory. Knowing this to be vital 
and fundamental, then reduction of 
wasted time and traveling costs must 
mean a proportionate increase in earn- 
ings; and the manager who spends less 
time and money traveling and more time 
and money in organizing must neces- 
sarily reduce the number of failures in 
his agency and increase the returns to 
himself, and to his men. 


are 91 in my agency, which is about j 
months old, have been secured in ¢ 
same way that I write my perso 
business, that is, through canvassing q 
through men in the agency. I hay 
found the suggestions of the leadip 
merchants and bankers of a communi 
very helpful, but I have used canvassip, 
as one of the two principal methods , 
building up my agency. I firmly beliey 





that after obtaining a few men of thd 


right calibre, the best results are oj 
tained by securing additional me 
through the efforts of the members , 
my organization. The success of on 
man invariably attracts the attention apé 
interest of his friends and acquaintances 
Commissions are never quoted to a prog 
pective agent until after he has told y 
that he would like to join our organin. 
tion. It is an admitted fact that a 
agency manager must constantly be 
the lookout for men; if all his men, x 
well as himself, are promoting this 
work, bigger results are obtained mor 
promptly. 
Have Insufficient Training 

“I feel that the greatest weakness oj 
the average agent is in his unwillingnes 
to work hard continuously, coupled with 
a lack of knowledge as to how to work 
Too many men are being given a rate. 
book and the most meagre instruction 
and told to go to work. The candidat 
for any position in a commercial orgar- 
ization, whose compensation would con- 
pare with a successful life underwrite, 
receives considerable training and in 
struction. He is broken in by some on 
in his department and the instruction 
and supervision therefore is continuow 
The failure of many men in life insur. 
ance work is due to the failure of th 
company or the manager to give neces 
sary training. I am sure that an agenn 
manager cannot over-estimate his re 
sponsibility for the success or failure o 
his men. We so often say that this i 
an age of specialization. If this is true 
should not the prospect receive intelli 
gent advice from the agent? If hei 
not equipped to give this advice, will not 
the man who can, outstrip him in his 
work? 

Will Reduce Turnover 

“T am sure that the bugbear of agence 
managers—the turnover of agents—ca 
be materially reduced by giving th 
agent some training, both theoretic 
and practical, and in each of the preset 
seven divisions of my agency a schod 
of instruction is conducted one evening 
each week. I always make it a point! 
be present at these meetings, thoug 
they may be presided over by the lod 
agency organizers. Smoking is not pe- 
mitted and the meeting is conductel 
with all the rules as to conduct ani 
order which prevail in college clas 
rooms. In addition to this instructios 
each new man is given special attention 
and particular training by one of the 
older men in the agency. 


Returns Justify Training 


“We are today in the first stages ® 
the greatest development the life insu 
ance business has ever known, and I am 
sure that the statistics of the busines 
for the last five years as compared wit 
any previous period prove this beyon! 
a doubt. The rewards which can 
derived from the business by the aget! 
and agency manager justify training a 
the returns will ,be in proportion to tht 
education given.’ 


Sovereign Life Is Chartered 


The Illinois insurance department 
nounces that a charter has been granite 
to the Sovereign Life of Chicago, 2 
ward C. Clark being named as the © 
respondent with offices at 29 S. LaSalt 
street. It is understood that this com 
pany will write group insurance 0! 
and will not have agents. H. C. Sprint 
ston appears as president of the com 
pany. Mr. Springston is general agent 
for the International Life in Chicas 
and formerly was a member of the firm 
of Luther-Springston in the Rooker 
building. John V. Sees will be one ® 
the officers. Mr. Sees was formerly 
connected wiht the American Insurant 





“In most instances my men, and there 


Union. 
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nearly everyone here can double his pro- 























The price which a life insurance agent 
must pay to attain his coveted goal con- 
sists mostly of a great deal of thought, 
time and energy, E. B. Hamlin, of the 
Cleveland agency, told his fellow mem- 
bers of the National Life of Vermont 
$100,000 club at the home office meet- 
ing recently. 

“Your degree of desire to reach that 
dal,” Mr. Hamlin maintained, “will de- 
termine your success. Everything worth 
while calls for a consideration which is 
in proportion to the value of the attain- 
ment. 


Mediocrity Costly to Success 


“If you choose an occupation and do 

nt do your best, you are not fair to 
yourself, your dependents or your busi- 
ness associates. Mediocre success re- 
duces your income, makes you of less 
value to society and causes you and your 
dependents to get less cut of life. Your | 
record detracts from the business as its | 
possibilities will be measured by your | 
success, and many a good man will be | 
turned away. 

“In our business we have all classes, 
the same as in other lines, but I think | 
tht perhaps we have more of the two | 
extremes, and one of the principal causes | 
of that is our system of compensation. 
The average general agent does not give 
the right impression to his prospective 
agent. He is too enthusiastic in his at- 
tempt to get the man to work for him, | 
regardless of his qualifications. He 
figures that he has everything to gain 
and nothing to lose, and the only way he 
can tell whether a man will be a success 
or not, is to try him. 

“To interest an agent in the business 
the agent often pictures it as easy with | 
a large return; convinces him that his | 
time is his own; that he is in business 
for himself, etc., most of which is wrong 
and gives the prospective agent a de- 
idedly wrong impression of the busi- 
ness, He is given a rate book and sup- 
plies, and started out like a graduate 
irom college, loaded to the brim with 
enthusiasm and the vision of big things, 
only to find results do not come easy. 


“Works When He Pleases” 


“Stop for a moment and consider this 
case. The new agent has the feeling 
that he is sought; that the company 
must have him; that everything is going 
to be easy; that he is independent. What 
8 the result? He works when he 
pleases, no arrangements have been 
made for his training and he drifts along 
in the average case to a total failure. 

“What would be the difference if this 
man thought it difficult to get into your 
agency? If he is told it requires the 
hardest kind of work, then decides to 
enter the business, have you not a man 
who has much more chance of success 
than one who was engaged by the other 
Plan? 


Long Hours a Blessing 


“If every life agent were required to 
Start his day’s work at eight thirty and 
quit at six, furnishing a report of the 
actual work performed, it would be a 
blessing to him. It is my belief that 


























canvass, control of the interview, close, the handling of notes, and a definite resale 
campaign are all parts of this Plan by which successful agents are professionaliz- 
ing their insurance work and their insurance service. 


We are now operating in twenty-three states, and under certain conditions 


will enter additional states. Details of the American Central Plan and our meth- 
ods of operation will be given gladly to any one interested in considering a con- 


<—s AMERICAN 
CENTRAL 
LIFE 


INSURANCE Co. 
INDIANAPOLIS 


ESTABLISHED 1899 
HERBERT M. WOOLLEN, President 








Perhaps the most comprehensive field 
development program in existence today. 

One phase is described in this advertise- 
ment. 








NUMBER NINE IN A SERIES OF INFORMATION ADVERTISEMENTS 
































George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


HARRISON B. SMITH, President 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents. 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


Address 
ERNEST C. MILAIR, Vice-President and Secretary 




















THE SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, PRESIDENT 


WANTS: A FIELD ORGANIZER 
CONTRACT—SALARY AND EXPENSES 
WANTS: GENERAL AGENTS AND MANAGERS 


CONTRACT COMMISSIONS OR COMMISSIONS 
AND EXPENSE ALLOWANCE 


Only Men of Experience Whose Records Will Bear the Closest Inspection Will Be Employed 
Address S. W. GOSS, Vice-President, The Rookery, Chicago, III. 














THE NATIONAL UNDERWRITER 





September 11, 19 





—— 














LIFE ACCIDENT HEALTH 


1924 shows a material increase in 
ASSETS, SURPLUS and INSUR- 
ANCE IN FORCE. 































Extension in Agency Development 
in Nebraska, Illinois, Arkansas, 
Texas, California, Washington, 
Wyoming, Colorado, Missouri and 
Kansas, with Home Office appoint- 
ments as District Managers make it 
worth while for men who can qual- 
ify with clean records for Districts 
still open in the above territory. 


Address in Confidence 


THE 
LIBERTY LIFE 
INSURANCE COMPANY 


Liberty Life Building 
TOPEKA, KANSAS 


The History of the Liberty Life 
Is a Record of Promises Kept. 




















































IF YOU ARE STRONG ENOUGH TO STAND ALONE 


Secure a contract with California State Life and receive the full com- 
mission on your business without reduction to take care of the expenses 
of superintendence and losses from advances to weak salesmen. 

Exceptional opportunities for capable, experienced salesmen. Attract- 
ive first year commissions and liberal renewals. References required. 
No advances. 


Write to: 
J. R. Kruse, Vice-President 


CALIFORNIA STATE LIFE 


Sacramento 























We have opportunities for Agents in 
Arkansas, Illinois and lowa 


International Life & Trust Company 
Home Office: MOLINE, ILLINOIS 





duction by proper business engineering, 
if we may call it that. 

“Let’s start at the beginning. Have 
you regular working hours, or are you 
one of those in business for yourself 
and whose time is your own? It is just 
as essential for an agent to start at a 
regular hour in the morning and put in 
many solid hours of work as it is for 
the employees in an office or any other 
line of business. You will usually find 
that a successful manager is putting in 
more time at business than any one of 
his associates. There is no such thing 
as short hours to attain success. 


Thought It an Easy Game 


“A few weeks ago a man whom I had 
just met made the remark that he 


surance business. 
the easiest business on earth; that a 
man to succeed in that business appar- 
ently did not have to work, and fol- 
lowed this remark by stating that he 


go to work, and came home at all times 
of the day to rest. This remark was 
embarrassing to me. The man did not 
intend it for that purpose, but it indi- 
cated clearly one of two things—either 
that the business was what he said, or 
that the agent was not what he should 
be. This man did not have a very high 
regard for the agent simply because of 
his lack of system and irregular work- 
ing hours. 


Hard Work What They Needed 


“We have had two or three men fail 
with us in the last few years who have 
gone with industrial companies and 
made a substantial success writing ordi- 
nary business, simply because they were 
required to work eight to ten hours 
every day. Therefore, the first sugges- 
tion as a step toward doubling your 
business would be to establish regular 
working hours for soliciting and let 
ns but sickness interfere with your 
plan. 

“If we expect to succeed as salesmen 
in this business, we must perfect our 
working plans. We must not leave 
le for tomorrow, but do it to- 

ay. 

° Card System Analyzes Work 

“The general agent should insist on 
every representative in his agency mak- 
ing a weekly report on the cards put out 
by “Rough Notes.” It is a simple plan 
of a record. It takes no time and it will 
analyze a man’s work better than any 
other system of which I know. It will 
prove if he is making too many calls 


thought he would go into the life in- | 
i He said it must be | 


lived near one of our agents who ap- | 
parently left at all times of the day to | 
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| for the number of interviews he is ge. 
| ting. It will show if he is getting to 
| few applications for the number of inte. 
| views he is having. 

“We have a business that offers y 
unlimited opportunity, and many me 
are reaping the benefits, while othe; 
seen to be in a stupor and are not ge. 
ting one-fourth what they could get jj 
they would wake up and adopt a pla 
of work that will win. I would adyig 
anyone who is not getting a satisfactor, 
return to keep these cards for his ow) 
guide. 


| Reading Brings New Ideas 





| “After determining upon a plan o 
| work, I would next advise that you adj 
to your enthusiasm by selling and re. 
selling yourself the business. How cay 
the average person do better than by 
life insurance? Find the answer if yoy 
can. There is nothing better. A map 
with a surplus above his actual living 
expense cannot invest money where jt 
will create as certain an estate as he 
can through life insurance. 

“You must read continually to get new 
ideas, and new thoughts. You go stale 
if you do not. You travel in a rut, and 
the only difference between a rut anda 
grave is the length and breadth of it 
Read the “Diamond Life Bulletins" 
“Life Insurance Salesman,” “What 6 
Say,” and everything of that kind you 
can get hold of. You cannot help by 
absorb something that you can use. 
Study the ideas of the successful map, 
not of the successful talker. 


Join Local Association 


“Another investment that every agent 
should make is membership in his trade 
organization, the local life underwriters 
association, it is one of the best invest- 
ments you can make; it breeds good 
underwriting practices; it makes your 
work easier; broadens your viewpoint, 
and brings your business to the attes- 
tion of the public through the activities 
of the association. 

“Everyone here has the ability and 
qualifications for greater things. It 
simply requires a little real determina 
tion to do the things you know should 
be done to attain that success, and i 
you will at once try it and things come 
better with you, you will wonder how 
you ever got along the other way. You 
will find it easier to do the bigger things 
than it was to do the smaller ones. 

“T knew several agents who have gone 
through this experience and they tell me 
that they are producing their increased 
production with much less effort than 
they formerly did.” 
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CHANGES IN DISABILITY POLICIES 


Brief Review of News About Policies, Riders and Rates, Which Are Given 
in Full in the Policy Analysis Section of The A & H Bulletins, Published | 
Monthly by The National Underwriter Company. 





MARYLAND CASUALTY 


The Maryland Casualty has issued a 
special policy to cover hospital charges, 
known as the “Hospital Beveese Pol- 
icy.” It provides for meeting weekly 
payments up to $75 a week or a maxi- 
mum of $1,500 during the policy year in 
hospital expenses for an annual premium 
on these amounts of $37.50. It is sold 
to men, women and children regardless 
of occupation but occupations requiring 
manual labor or involving unusual acci- 
dent or illness hazards are not accept- 
able. The policy is worded to include 
every kind of hospital expense including 
graduate nurse service, medicines, food, 
X-ray examinations, use of operating 
room, administration of anaesthetics, etc. 
In addition to the hospital expenses, 
provision is made for payment of sur- 
geon’s fees for operations according to 
amounts named in schedule. Each policy 
names a maximum liability which is as- 
sumed for any one policy year. There 
is no pro-rating of claims by reason of 
occupational change. The limitations in 
addition to those of place are for any 
loss occasioned directly or indirectly by 
self-inflicted injuries, alcoholism, drugs 

















or drug addiction or child birth. 





ZURICH GENERAL 


As a beginning toward more aggre® 
sive promotion of the accident and 
health business of the Zurich, L. D. E¢- 
son, manager of the accident and health 
department of the company is revising 
present policies and preparing new ones. 
The “Practical Accident & Health Pol 
icy” and the “Automobile Accident 
Policy” are two new contracts which 
have already been issued. 

The principal sum amounts in the 
“Practical Policy” are payable if losses 
occur during total disability and withi 
90 days from date of accident. For total 
disability from accident, the indemnity 
is payable for a period not exceeding 
200 weeks, while for partial disability 
one-half weekly indemnity is payable 
for not exceeding 26 weeks. The accr 
dent provision includes double inde 
nity, elective benefits, hospital indemnity, 
surgeon’s fees and identification cover 
age. The sickness insurance is in force 
15 days from date of policy and pays 10 
total disability during house confinement 
full weekly indemnity for not exceeding 
one year and for non-confining illness 
disability, one-half weekly indemnity [of 
not exceeding 26 weeks. There is als0 
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= 
jal provision for blindness and paral- 
ndemnities under the sickness ben- 
This policy with $5,000 principal 
gm and $25 weekly indemnity with an 
jccumulative provision on _Principal 
am, sells for $59 annual premium, ages 
ys to 50 in the select and preferred 
es. 
the Zurich “Special Automobile Pol- 
xy” sells for $7.50 for first year and $5 
thereafter. It covers against automobile 
accidents only, including suffocation 
cqused solely by carbon monoxide gas 
jom the exhaust of the machine. It 
may also be written on private chauf- 
urs though not on taxicab, bus or 
motor vehicle drivers where these are 
ysed for the transportation of passengers 
or merchandise as a business. The pol- 
cy pays $1,000 principal sum and $25 
yeekly indemnity, the principal sum 
accumulating 10 percent for each con- 
secutive renewal. The weekly indemnity 
for total disability is payable for not 
exceeding 30 weeks and one-half weekly 
indemnity is payable for partial disabil- 
ity for not exceeding 12 weeks. Finan- 
cal aid provision of $100 and $25 medi- 
cl or surgical fee for non-disabling 
injury are included. This policy includes 
optional clause 17. 
*x* * 
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BOSTON CASUALTY 


The “Cosmopolitan Disability Policy” 
isa new quarterly premium contract is- 
sued by the Boston Casualty. For total 
disability it pays weekly indemnity for 
not exceeding one year and for delayed 
otal and partial disability, one-half 
weekly indemnity for not exceeding 26 
weeks, In either case, insured must be 
under regular treatment of physician. 
Principal sum benefits, double benefits, 
edective indemnities, surgeon’s fees and 
hospital indemnity are included. The 
policy is in force 30 days from its date 
jor illness coverage and will pay the 
weekly indemnity for not exceeding 26 
consecutive weeks for confining illness, 
The indemnity for non-confining disabil- 
iy from sickness is one-half weekly 
indemnity for not exceeding four weeks. 
This policy is sold to women if they 
are engaged in full-time occupations 
irom which they derive a regular salary 
when they are not working in the home 
oi their employer. The rate for a $1,000 
principal sum and $20 weekly indemnity 
in the select class with one week elim- 
tion period is $5 and without elim- 
ination period is $7. 

x * * 
UNITED STATES CASUALTY 


The popularity of the income disabil- 
ity policies in the commercial accident 
and health field is attested by the re- 
ports from the companies on the sale of 
these forms and by the improvements 
which are being made in the new income 
disability forms now coming out. The 
United States Casualty has issued re- 
cently the “Budget Income Disability 
Policy,” Form B. I. D. It pays for total 
dsability during the period of such dis- 
ability due to accident and one-half 
monthly indemnity for not exceeding six 
months for partial disability. All forms 
special policy clauses except identifi- 
tion are included in the form. Hos- 
tal indemnity or nurse’s fees to one- 
ulf monthly indemnity for not exceed- 
mg four months are provided. The 
tiness Coverage carries a 14 days’ ex- 
‘lusion period applying to monthly in- 
‘“mnity, hospital indemnity and nurse’s 
ets, House confinement is not required, 
end for total disability from illness the 
monthly indemnity is payable for not 
exceeding two years. The annual pre- 
mum for a $100 monthly indemnity. 
Fses 18 to 49, in the select and preferred 
‘asses is $40. 


















x* * # 
PROVIDENT LIFE & ACCIDENT 


The Provident Life & Accident of 
fnnessee has withhdrawn its Drivers, 
tiversal and Premier automobile acci- 
“ent policies as of Sept. 1, and has is- 
Sued the General and Superior automo- 
vile accident policies to be used along 
“ith automobile policy form D. A. P. as 
the three Provident automobile policies. 

€ Company will now have three auto- 
mobile policies instead of four as here- 








tofore. The automobile accident policy, 
the only one that remains unchanged, 
carries a $5 annual premium and may be 
sold to white risks only. This applies 
also to the Superior policy, which carries 
an annual premium of $10. The General 
policy may be sold to either white or 
colored risks. This latter policy contains 
a special provision paying indemnity for 
injuries received by automobile mechan- 
ics while repairing automobiles. It may 
also be sold to city firemen, policemen, 
detectives and others who are usually 
in the excepted classes for automobile 
policies. The annual premium for the 
General is $5 a year. 

The Provident has organized a special 
department for taking care of its auto- 
mobile accident policies. This depart- 
ment is in charge of John J. Kennedy. 


x * * 


What Plan to Pursue 


to Direct Insurance 


UESTION — Owing to numerous 

automobile accidents, the question 
has arisen as to what course a policy- 
holder should pursue to provide that his 
policy can go to some special person or 
cause in case of simultaneous death of 
himself and wife, where the wife is 
named as beneficiary. In cases of this 
kind there may be some doubt as to 
whether the policyholder or beneficiary 
died first. What do you recommend to 
provide for such a contingency? 

7* ~ . 


Answer— This question was sub- 
mitted to three men, A. S. Ingersoll, of 
Chicago, assistant to the general agent 
of the Mutual Benefit Life; Percy H. 
Evans, actuary of the Northwestern 
Mutual Life, and George Graham, vice- 
president of the Central States Life of 
St. Louis. 

Mr. Ingersoll suggests the interest 
option to the wife for life, then provide 
for alternative beneficiaries subject to 
right of withdrawal if desired at any 


time. 
* * * 


Mr. Graham said in this connection: 
“I have not given any particular thought 
to the question. It occurs to me that 
the difficulty might be overcome if it is 
provided in the policy that in event of 
the death of the beneficiary within 12 
hours after the death of the insured the 
proceeds of the policy shall be paid to 
the insured’s estate or to the contingent 
beneficiary if a contingent beneficiary is 
named in the policy. It seems to me 
that a period of 12 hours would be 
sufficient to remove any possible ques- 
tion as to which one died first.” 


* * * 


Mr. Evans says: “The policy contracts 
of our company are designed to meet 
such a_ situation very satisfactorily 
through the policy provision for the 
designation of what we call contingent 
beneficiaries under the provisions relat- 
ing to settlement. If a policy is issued 
to A, payable to B under one of the 
optional settlements, with C named as 
contingent beneficiary, then in the event 
of a simultaneous death of A and B, 
the benefits would pass without com- 
plication to C as contingent beneficiary 
under the particular option of instalment 
settlement designated.” 


Equity Life May Move 


J. W. Keer, G. W. Massey, Jr., and 
J. B. Fitzpatrick, vice-president, agency 
manager and _ stockholder respectively 
of the Equity Life of Great Falls, Mont., 
spent some time at Minot, N. D., re- 
cently conferring with a number of 
Minot business men relative to locating 
their company at that place. 

The company was organized in 1920 
with $150,000 capital, most of which has 
been paid up. To meet North Dakota 
requirements it will be necessary to in- 
crease the capital to $250,000. The com- 
pany already has 40 North Dakota 


stockholders and has done a very nice 
business in that state. 





CHICAGO NATIONAL LIFE 
Ranks Third 


There’s a Reason 


The following figures taken from the official report of the Insur- 
ance Department of Illinois show the amount of new business written 
in 1924, by the Legal Reserve Life Insurance Companies of Illinois in 
their home state. This does not include insurance in force or business 
written in other states. 

Present Business Written 
in Illinois, 1924 
$12,481,121 
8,609,556 


Rank 
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Our Company is growing fast. 

Our policy contracts are simple and liberal. 

Our premium rates are as low as the lowest. 

We pay liberal commissions to our agents. 

Territory open in Illinois, Indiana, Iowa, Kentucky and Missouri 
For further information address 


A. E. JOHNSON 


Agency Manager 


202 South State Street Chicago, Illinois 














THE ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, Iowa 


Strong and Progressive 





Paid to Policyholders— 
Over—$19,000,000.00 


Insurance in Force— 


Over—$138,000,000.00 





A. C. Tucker, President 
D.C. Costello, Secretary Wn. Koch, Vice Pres. 
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PARTNERSHIP POLICY 
DESERVES ATTENTION 


Authority Sets Forth Salient Fea- 
tures and Provisions Needed 
to Carry It Out 


BIG POTENTIAL MARKET 


Life Agent Will Often Find Explanation 
Is the Only Sales Argument 
Necessary 





The main purpose of so-called part- 
nership insurance according to Douglas 
E. C. Moore, assistant attorney of the 
Pacific Mutual, is to provide a fund for 
the purpose of liquidating the interest 
in the firm of either partner at his 
death. This class of insurance is not 
as fully understood as it might be, and 
Mr. Moore has pointed out in a recent 
issue of the “Pacific Mutual News” just 
how it should be written. 

Three Steps Are Necessary 


In order to accomplish this purpose, 
three steps are necessary which are evi- 
denced by three documents—a policy of 
life insurance on each partner, an as- 
signment of each policy, and a simple 
form of agreement between the part- 
ners. The policy should be the com- 
pany’s regular business form, as this 
enables the firm to provide for the pur- 
chase of a partner’s interest who be- 
comes totally and permanently disabled, 
as well as the interest of a deceased 
partner. The assignment will be re- 
ferred to in the synopsis of the agree- 


ment. 
Provisions to Be Made 


The third document, an agreement, 
should be drawn for the signature of 
the partners, and should contain the 
following provisions: 

That in the event of the death or per- 
manent and total disability of one part- 
ner, the survivor or active partner shall 
have the right to purchase the deceased 
or disabled partner’s interest in the firm, 
and that this provision shall be fully 
binding on the heirs and legal repre- 
sentatives of each party to the agree- 
ment. 

That each partner shall secure a busi- 
ness policy on his life in a certain 


TEXAS MISSOURI 





ANTHONY OVERTON, President 





| 


| 








amount, naming the other partner as 
beneficiary. 
Policies Belong to Firm 


That the policies shall be partnership 
property and to that end assignments 
shall be executed concurrently with 
their issuance in favor of the firm, but 
that the proceeds of each policy, in the 
event of the insured’s death or perma- 
nent and total disability, shall belong 
to and be the property of the named 
beneficiary for the purposes of this 
agreement, and shall in no sense be con- 
sidered partnership property or funds, 
and that the assignment by its terms 
shall expressly except the proceeds as 
aforesaid. 

That in the event of the death or 
permanent and total disability of either 
partner, the policy proceeds shall be 
used to purchase his interest in the firm. 


To Determine Partner’s Interest 


A provision assessing the value of 
the business (including the good will) 
at the time the policies ate issued and 
that the interest of the’ deceased or 
disabled partner shall be determined by 
an inventory to be taken within a spe- 
cified time after death or disability, such 
inventory of course not to include the 
amount of insurance payable. 

If desired, a provision determining the 
method of taking the inventory and a 
further provision for arbitration in case 
of a dispute. 





A provision to cover the contingency | 


of the amount of insurance being more 


or less than the value of the deceased | 


or disabled partner’s interest. 
That all premiums shall be paid from 
partnership funds. 


Surrender of Interest 


LAND BOOM DOESNOT 
OFFER PERMANENT JOB 


Many Agents Migrating to Florida | 
in Search for Easy 
Money 


| 
| 
{ 





PRODUCERS LURED AWAY | 


Agency Built of Moderately Successful 
Salesmen Will Fare Better Than 
Collection of Stars 


The lure of “big money quick” in sell- 
ing Florida land has _ resulted, say 
agency managers, in a_ considerable 
number of life insurance men deserting 
their chosen field to enter the Florida 
real estate business. This problem is 
most marked in the state of Florida 
itself, but it has been felt in all parts 
of the country. 

“The Florida boom cannot last,” said 








| one agency manager. “Eventually the 
| balloon which has been inflated will 
burst. Somebody is going to be left to 
| hold the bag.” 
Happened in Other States 
The boom in Florida is similar in | 


| many respects to land booms that have 


That if one of the partners desires to | 


retire, the firm will release its interest 
in the policy on his life and sign an 
application for reissue naming whomso- 
ever the retiring partner may designate 
as beneficiary, provided that the retiring 
partner will pay to the firm an amount 
equal to the accrued cash surrender 
value of the policy. 


The foregoing synopsis assumes that | 


the firm consists of only two partners, 
but it is a very simple matter to change 


the agreement to provide for any num- | 
In the event that there are more | 


ber. 
than two partners, the proceeds under 
each of the policies should be made pay- 
able to a trustee, who will be directed 
by the agreement to carry out and exe- 
cute the trust therein imposed. The 
trustee can be a member of the firm 
(two members if desired) or an outside 
agency such as a trust company. 


The laws of the several states are very | producing a nice volume of this busi- 
different, and an agreement of this char- | ness. 


KENTUCKY WASHINGTON, D. C. MARYLAND NEW JERSEY 


ILLINOIS 


OHIO WEST VIRGINIA 


Mr. Agent: 


Have you ever had a colored risk to place? 
it? Put the Victory Life on your file and use it for that purpose. 


| 


| the premiums be paid from partnership 








acter should be submitted to local at- 
torneys or should be drafted by them in 
the first place, using the above synopsis 
as an outline. In states that have a 
community property law, it would be 
well to secure the written consent of 
the partners’ wives, although the chance 
of any community interest in the policy 
proceeds being successfully asserted is 
probably eliminated by providing that 


funds. 

The experience of many companies 
has shown that there is an increasing 
demand for this kind of protection. With 
a well outlined plan of procedure and 
the ability to show the prospective ap- 
plicants the proper way in which to ac- 
complish the desired results and to an- 
swer pertinent questions, the representa- 
tives should encounter little difficulty in 





We are 


equipped to take care of such business. 


M. A. NATION, Pres. 


VICTORY LIFE INSURANCE COMPANY 


HOME OFFICE: OVERTON BUILDING 







Universal Life Insurance Company 


Dubuque, Iowa 


WE WANT GOOD MEN 


| a practical collapse in real estate value 


And wondered where you could broker 


3621 South State Street, Chicago 
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in many places. _ 
This is much like the situation thy 
occurred in Iowa and some other mii. 









western states where a good deal ¢ One ¢ 
speculating was done in farm lands dw. yention 
ing the boom. The chief difference be J sonal 
tween Iowa and California is that thf office re 
Iowa farmer was told that he had some IM the age 
thing to win by gaining the ear of thf Rockwe 
country and obtaining the sympathy off convent 
the nation. The Californian knows tha fi cell nurs 
no government aid will be given hip She t 
and very little propaganda as to the sai pelier v 
condition of affairs in that state is be MJ burgh: 
ing sent out. “For 
Should Stay in Business marks 
everybo 
Agency managers say that the agent {iM is only 
should be advised to stick with the lik {J did so a 
insurance business. In selling life jp. fi some he 
| surance, they are selling something thx “Whe 
will always be 100 cents on the dolla, § about n 
Even when liberty bonds were at 85 any more W 
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was at par. Life insurance always ai- jm holders, 
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Big Money for Capitalist letter as 
It is true that a lot of “big money’ § @™€S ' 
has been made in Florida. Some a — - 
it is purely paper profit as was the cas ool < 
in Iowa. Of course, where a man has yy a 
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bought land and sold it at a_ higher aaans 
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sold it to a man whose credit is a e 
good as gold, he has made money. But “In at 
if it has been sold to speculators who I found 
| are buying it on a shoestring, he may gy ™" @ ' 
find it back on his hands eventually the dou 
There is very little money in it for the fj" 2°" 
man who goes in as a broker on a con- jest as | 
mission in view of the fact that it is not "at a 
as permanent as is life insurance bus- @ .. we 
ness. The life insurance business & o ~ 
here to stay—the Florida land boom oh 
net. helpful t 
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js spotted by the real estate men who 
gre alter the live wires.” 

Managers have, therefore, been ad- 
yised during the land boom to build 
up a big force of men of moderate abil- 
ity. They put emphasis on the in- 
creased number of men rather than on 
sar producers. “Managers who did 


this in California,” said the vice-presi- 
dent of one company, “are the ones who 
continued to grow in the face of lucra- 
tive possibilities in the real estate busi- 
ness. The wise manager in Florida will 
profit by the example, and enlist agents 
in great number, rather than develop 





a few big producers.” 








"WOMAN AGENT SAYS SHE WOULD 
RATHER SELL MEN THAN WOMEN 








One of the speakers at the annual con- 
vention of the $100,000 club of the Na- 
tional Life of Vermont at the home 
office recently was a woman member of 
the agency force at Cleveland, Helen B. 
Rockwell, who spoke at a Pittsburgh 
convention several years ago on how to 
sell nurses. 

She took up her message at Mont- 
pelier where she had left off at Pitts- 


burgh: 

“For fear the eloquence of my re- 
marks at that time may have started 
everybody out after nurses, I feel that it 
is only fair to give those of you who 
did so and who haven't starved to death, 
some hot tips on why not to sell nurses. 

“When I began to. write insurance 
about nine years ago, I naturally wrote 
more women than men so that my cur- 
rent books show that out of 360 policy- 
holders, 300 are women and 60 are men. 

“Of these 300 women, the majority of 
whom are nurses, at least. 50 are scat- 
tered to the four winds, and about my 
only point of contact is an occasional 
letter asking if their $2,000 endowment 
carries enough more loan value to get 
them to the next stopping point. On 
the other hand only three of the men 
policyholders have moved to other cities 
and two of these have increased their 
insurance by correspondence. 


Sold More to Men 


“In analyzing my last year’s business 
I found that, taking the same number of 
men as women, the volume sold the men 
was double that sold the women. From 
the point of view of time spent it took 
just as long, if not longer, to write the 
women as the men. 

“I wrote more business in the first 
sx months of 1925 than in any twelve 
months previous to that, so I thought an 
analysis of that business might prove 
helpful to me and perhaps of some in- 
terest to you. I found that with a total 
of 20 lives insured (11 of whom were 
men and 9 women—practically the same 
number of each) the volume on the men 
was four times that on the women. It 
is reasonable to assume from my past 
experience, that two or three times this 
amount in new business will be written 
on these same men within the next few 
years, while practically no additional in- 
surance will be written on the women. 


Is More Profitable 


“From all of this data I think it is fair 
to conclude, that in building up a clien- 
tle it is advisable not to devote too 
much time to writing women. My ex- 
perience has been that they require more 
time, buy smaller policies and fewer than 
men, and that they are less permanent 
m their place of residence, due possibly 
to the absence of close family ties. The 
one field where large policies can be 
written, that of insurance on wealthy 
women for inheritance tax purposes, is a 
dificult one for women to enter, since 
these women still seem to prefer to take 
aman’s advice in business matters. 

“There is no disloyalty to my sex in 
these conclusions, and I shall certainly 
continue to write as many women as I 
‘an without spending too much time on 
them. The facts are simply that women 
are at present too new in the business 
and professional world to have the in- 
come or the permanency to make them 
the best class of policyholders. This 
Situation may be entirely changed in ten 
or twenty years, 

, itis necessary to make some reserva- 
tions in the statement that one can build 
up a better clientele with men than wo- 
men for there are certain classes of men 





Who, because of the character of their 
business or the limitation of their in- 
comes are equally unprofitable. 


Professional Men Prospects 


“Professional men, notably lawyers 
and doctors, make especially good 
clients. Successful ones are so busy 
that it is a little hard to get a satis- 
factory interview but once you have 
gained their confidence this fact works 
to your advantage because they are apt 
to accept your recommendations quickly 
in order to save their time. A con- 
stantly growing income forces them to 
make some form of investment and 
many of them have learned the folly of 
speculative investments when they have 
so little time to give to investigation. I 
have a number of these clients who buy 
fairly large policies practically every 
year. 

“In analyzing my facts from another 
angle, I found that the old saw about a 
pleased customer being one’s best ad- 
vertisement applies quite as well in in- 
surance as in any other business. 


Much From Policyholders 


“In examining the sources of my busi- 
ness for the same six months’ period, I 
found that two-thirds of the business 
was written on direct leads from old 
policyholders and that the other third 
was written on the policyholders them- 
selves. Not one case but that could be 
definitely traced to some well disposed 
client. I think I have the right to feel 
that this is the result of a consistent 
effort to supply a need rather than 
simply to sell a policy. 

“T am convinced that it is best for me 
to build my clientele along the lines here 
suggested, to insure well established 
business men and professional men with 
steadily increasing incomes making sure 
that my service to them is such as to 
lead to a constantly repeating and ex- 
panding business. In other words, build- 
ing a clientele usually proves to be a 
matter of selection and service.” 


Will Enter Life Field 


The Conductors Protective Associa- 
tion of Detroit, which has specialized 
in insurance for railroad men against 
suspension, discharge, old age and pen- 
sions for a number of years, is planning 
to enter the life insurance field. This 
new venture will be an addition to its 
present business and contemplates the 
extension of life insurance to the pres- 
ent membership as a means of building 
up a volume at the outset. It is a stock 
company. 

W. J. Ross, who was its organizer, 
has been president of the organization 
over a period of years. Practically all 
of its members also belong to the Rail- 
road Brotherhood organizations. 


Dallas Wants 1926 Meeting 


It is the intention of the North Texas 
life underwriters to make a strong pull 
to have the National Association of Life 
Underwriters hold its 1926 convention 
in Dallas. A large delegation from Dal- 
las will attend the convention in Kansas 
City Sept. 29-Oct. 2 and set forth Dal- 
las’ attributes as a “convention city.” 


Miss Jeanne Offner, daughter cf I. H. 
Offner, general egent for the Massachu- 
setts Mutual Life at Milwaukee, and 
Don J. Wellencamp of Chicago, both 
students at Northwestern University, 
were married at Bessemer, Mich., last 


week and told their parents about it 

















C. W. Brandon, President 


WHY TAKE A CHANCE? 


YOUR RENEWALS are equal to the interest 
income on an investment of the sum of all the first 
year premiums on the business you write. If you 
were making an investment of this amount you would 
be very careful about the security. You wouldn’t 
want some one ahead of you with a prior claim. 


IF YOU LOSE YOUR RENEWALS IT 
MEANS THE SAME THING TO YOU AS 
LOSING THE PRINCIPAL WHICH WOULD 
PRODUCE YOUR RENEWAL INCOME. 


YOU CAN’T AFFORD IT! 


The Columbus Mutual Life Insurance Compan 
offers a VESTED RENEWAL CONTRACT, DI- 
RECT with the Home Office. Also liberal commis- 
sions, automatic increases for volume, unrestricted 
territory, unlimited opportunity to develop personal 
or agency production, free from jealous interference 
or hampering restrictions. 


PERFECTED ENDOWMENTS are auto- 
matically, Ordinary Life if you die; optionally, Lim- 
ited Payment Life if you live; guaranteed endow- 


ments at age 65. 


The Columbus Mutual Life 


Insurance Company 


580 E. Broad St. 
Columbus, Ohio 
D. E. Ball, Vice-President and Secy. 














after the ceremony. 
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q If your present opportunities in the life in- 
surance business are limited to personal pro- 
duction, our agency contract will interest you. 
It offers better than general agency opportuni- 
ties, vested renewals and low cost insurance. 


q Exceptional opportunities are open in Min- 
nesota and Ohio and a few in Wisconsin. 


@ Check up our record. 
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The 


Inter-Southern Life 


Insurance Company 
LOUISVILLE, KENTUCKY 


JAMES R. DUFFIN, PRESIDENT 


Submits That 


THE FUNDAMENTAL AND COMPONENT 
ELEMENTS OF A SUCCESSFUL 
LIFE INSURANCE COMPANY 


ARE 


AMPLE ASSETS 
(We Have $12,000,000. ) 


RESERVE ON POLICY CONTRACTS 
(We Have $11,000,000.) 


AN AGENCY FORCE ABLE 
TO PRODUCE BUSINESS 


(This is the 36th week of the year. We have 
Agents who have produced one or more 
applications each week as steady workers 
for 36 weeks.) 


A GROUP DEPARTMENT THAT MEETS 
ALL NEEDS, CONDITIONS AND 
COMPETITION 

(OURS DOES.) 


(Group Department organized in October, 
1924. Group Insurance in force $3,350,000. ) 


HOME OFFICE DEPARTMENTS MAN- 
AGED BY MEN AND WOMEN OF EXEC- 
UTIVE AND TECHNICAL ABILITY 


(OURS ARE.) 


EXECUTIVE OFFICERS OF LONG EX- 
PERIENCE 


QUALIFYING THEM AS EXPERTS IN 
THEIR LINE 
(OURS ARE) 


LOYAL EMPLOYES WILLING TO GIVE 
THEIR BEST OF TIME AND TALENT 
TO THE 


INTER-SOUTHERN LIFE 
INSURANCE COMPANY 
LOUISVILLE, KENTUCKY 


(OURS DO) 
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SUCCESSFUL AGENTS ARE SOURCE OF THE 
BEST PROSPECTIVE INSURANCE SALESMEN 





OLAND SPRINGS, ME., Sept. 10. 

—Three methods which he has 

found to be the most successful for 
obtaining agents in metropolitan ter- 
ritory were outlined by Wilmer M. 
Hammond, general agent of the Aetna 
Life at Los Angeles, Cal., in an address 
before the general agents’ conference at 
Poland Springs, Me., this week. 

The help of successful full-time 
agents invariably brought the best re- 
sults, although answering advertise- 
ments in the “situations wanted” col- 
umns and inserting blind ads in the 
“help wanted” sections of newspapers 
also led to many excellent contacts, Mr. 
Hammond said. Enlarging upon the part 
played by men in the agency, he con- 
tinued: 


Successful Agents Attract Men 


“Men are brought into the business 
by only the successful members of the 
agency staff—that’s quite natural. 
Agents who are just getting by or 
scarcely making a living are not going 
to be very enthusiastic about telling 
some friend of the advantages of the 
life insurance business, but the success- 
ful ones will have a different attitude, 
and their recommendation goes a great 
deal farther than the enthusiastic words 
of the general agent. A _ prospective 
agent knows that it is the general 
agent’s business to obtain new men, 
hence he is likely to discount all that 
he hears from that quarter.” 

Discussing the opportunities of ob- 
taining men through newspaper media, 
Mr. Hammond said he always employed 
blind advertisements, and that he used 
personal stationery instead of company 
letterheads to communicate with appli- 
cants. 


Doesn’t Want Job-Seekers 


“In order to eliminate the ordinary 
seeker of a job, we emphasize the fact 
that the position is a permanent one 
with unusual opportunities for the fu- 
ture, and that in order to qualify, the 
applicant must be between the ages of 
28 and 40, married, and with sufficient 
resources to provide for his living ex- 
penses for a period of four months, in- 
dependent of earnings. 

“This method brings us into contact 
with a number of very high-grade men. 
The interview must be very carefully 
worked out on our part because the 
applicant is likely to feel some resent- 
ment because of the apparent secrecy. 
Immediately after the greeting we say 
to him: ‘Knowing only too well the dis- 
position on the part of many men to 
pre-judge the business of life insurance, 
due to insufficient.information or misin- 
formation, we purposely refrained from 
divulging the nature of the business un- 
til this time. We have a very definite 
plan of procedure which, if followed, 
will guarantee your success. Your 
judgment cannot be any better than 
your information. Now, if you care to 
get the information so that you can pass 
judgment intelligently we will be very 
glad to go ahead and discuss the matter 
with you.’ Without exception, men 
who give evidence of resentment as they 
enter the office never give expression to 
it because of this frank statement and 
always listen to the plan with great in- 
terest. 


Want Wife’s Cooperation 


“After the interview, we inquire from 
the prospective agent his wife’s attitude 
toward the business of life insurance 
selling and unless we are very sure 
from his answers that his wife is the 
kind of woman who would cooperate to 
the last ditch, we insist that he go 
home, talk it over with his wife, or 
preferably, come back for a second in- 
terview and bring his wife with him. 
It is very important that the wife 
should understand so that she will be a 
help. rather than a hindrance in a busi- 
ness which at times may prove very 





discouraging. If his wife is oppose 
or if she 1s not enthusiastic over th 
opportunity, we advise the husband j 
give up the idea. 

“The securing of agents in a metr. 
politan territory is, to my mind, not » 
difficult. The hardest part is retaining 
men and making them successful afte 
we have obtained them. That can’t 
done unless we are very sympathetic. 
ally interested in them, and have a play 
of work, training, and adequate super. 
vision.” 

Arkansas Agent Takes Floor 


Gordon H. Campbell, general agen 
at Little Rock, Ark., outlined the fi. 
methods he employs for securing ney 
agents. These, he said, were through 
old agents; personal contact; direct s9. 
licitation; newspaper advertising, anj 
circular letters. 

First importance was attached by the 
speaker to the use of old agents. He 
cited the fact that one large company 
offers $100 to be paid to the agent ob- 
taining a new man as soon as the new 
man has paid for ten cases with pre 
miums aggregating at least $2,000. He 
also said that some general agents find 
it more satisfactory not to pay the agent 
for securing new men. Mr. Campbells 
conclusion was that many men will d 
more through loyalty than because of 
compensation, therefore he has never 
adopted the practice of paying his 
agents for bringing in new men. 


Personal Contact His Favorite 


Mr. Campbell said that his greatest 
success in obtaining agents has come 
through personal contact. “It is neces- 
sary,” he continued, “to form a habit of 
measuring every man you meet in the 
terms of a prospective agent.” 

Discussing the second method, that 
of direct solicitation, he said that if the 
agency is large enough a superintendent 
should be employed. A part of this st- 


| pervisor’s duties should be to solicit new 





agents. In the smaller agencies this 
should be taken care of by the general 
agent himself. 


Uses Newspapers, However 


Newspaper advertising was the next 
method described, divided into adver- 
tising for direct results and advertising 
for indirect results. The first class is 
the one ordinarily used, according to 
the speaker, who advocated a selective 
form of advertising; that is to say, ad- 
vertisements which are so worded that 
they will elicit replies only from those 
of the type which the general agent 
wishes to interview. 

Better results, however, are obtained 
by Mr. Campbell through the use o 
the second class of advertising that 0 
indirect results. This method advertises 
the accomplishments of the agents and 
makes the offer to new men merely it- 
cidental. No direct appeal is used i 
these advertisements but the text 1s 5 
worded that the reader may gain the 
idea that the agents of that particulat 
agency are making good, and the 
agency itself is doing a great deal to 
help its men succeed. 


Direct Mail Also Used 


Circular letters, Mr. Campbell d 
clared, were important if properly useé 
“An attractive letter enclosing some 
good literature addressed to teachers 
just before the close of the school yeat, 
has always brought us replies,” Mr. 
Campbell said. “It is true that we may 
get but one good man out of the whole 
lot, but even so, if this is done every 
two or three years it is indeed profit- 
able.” 

In conclusion, Mr. Campbell declared 
the most valuable thing in securing 
agents is the building in the community 
of the idea that “you are the livest, most 
aggressive and most successful organ 
zation in this line of business.” 
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| SALES MANAGER IN ACROSTIC FORM 
°°" GIVES CHARACTERISTICS OF SALESMEN 





F. PARLIN, manager of agents 
of the Northern States Life of 
* Hammond, Ind., in a recent talk, 
de an acrostic form out of the word 
Salesman.” He said: vey 
Salesmen—appreciate the dignity of 
our position. You are specialists in 
tne of the most important and highly 
omplicated professions in the world, 
hat of selling life insurance, a vocation 
hat demands the best qualities a man 
ould possibly possess in order to meas- 
pre up to the big responsibility and high 
tandards required of the general agents 
nd sub-agents of today. Do you fully 
alize what a compliment it is to be 
ralled a salesman and to understand the 
meaning of the word in its fullest sense? 
x * 


$—The first letter of the magic word 
Salesman” is “S” for “Service.” Any- 
bne who has ever analyzed the prin- 
iples upon which the great business of 
ife insurance is founded must concede 
hat service is and must be the first con- 
ideration. wep : 
The success or failure of life itself is 
Hetermined by the measure of service 
endered to fellow men and this should 
ver be the insurance salesman’s con- 
tant thought, how to best serve. The 
rvice thought must precede the profit 
ought and you must think how much 
ou can give instead of how much you 
il receive. Money comes and must 
not be sought if true service is extended 
nd what greater service could be con- 
ived than that of extending protection 
o humanity the very foundation of life 
insurance business? 

Salesemen—Cultivate the habit of ever 
uly serving your policyholders and big 
lividends will be your reward. 

x *x* * 


A—The second letter “A” stands for 
Analysis,” which means for the agent 
he ability to analyze himself, his pros- 
pects and his field of operation in order 
o check up his own activities and dis- 
over his shortcomings and _ eliminate 
hem. What of your future? Are you 
oing forward? Are you up-to-date and 
orough? Do you keep a point of con- 
ct with your policyholders? Have you 
ken up any study to improve yourself 
nd grow in ability? Do you keep posted 
nd alert to what is going on in the 
eat field of life insurance in general 
hroughout the country by closely read- 
mg your trade papers? Are you aware 
hat through this great medium you can 
fraw upon a hundred salesmen’s expe- 
ences and fit them to your daily sales 
problems? And are you aware that 
leas, information and knowledge that 
ll enrich and broaden your minds is 
ontributed to these trade journals by 
¢ keenest brains in the country? Do 
ou retrace your steps to discover your 
histakes when you fail to write a case? 
Nswer these questions to yourself hon- 
tly and discover that self criticism is 
ving forward and is constructive build- 
ng of your career. 

* * * 


L—“L” is for “Loyalty,” the true basis 
i character, because loyalty means 
ruth and honesty and is a quality that 
Fa not be bought with money. It must 

won. Loyalty is fidelity to one’s 
ompany and means to serve faithfully 
id work in harmony with your brother 
klesman and, above all, it means being 
Fue to one’s self. A loyal agent will 
ot misrepresent, neither will he sell a 
olicy not based upon the prospect’s 
ttual requirements, because he could 
t do the wrong thing by his customer 


~X, tight thing by himself. Be 





*_ * * 


E—The fourth letter “E” begins the 
ord Efficiency,” which means produc- 
w effect. An efficient life insurance 
~ Obtains the greatest amount of 
mess in the quickest possible time 
¢ least amount of effort. It means 


claimed that fifty percent of the total 
abstainers of the regiment had died in 
one year. 

The fact was that there were only two 
abstainers and one had been killed by 


dustry and expert knowledge. Knowl- 
edge of the life insurance idea and all 
it represents. The efficient salesman 
will understand that selling is a mental 
process and his mind must be trained in 
understanding the human equation be- 
fore he can change opposition and indif- 
ference into conviction and signed ap- 
plications. Efficiency is planning in 
advance then working according to plan. 

* * * 


S—tThe fifth letter of this wonderful 
word “Salesman” is first in speech, the 
art of self expression, and the ability to 
persuade others to think as you think 
and to feel and act as you would have 
them act. 

Merely being a talker does not sell 
but to present a proposal clearly, logi- 
cally and forcibly helps a salesman won- 
derfully to influence others favorably. 

In order to convince others and com- 
mand attention we must have a message 
to convey. Intelligent thought must 
come before speech, because in order 
to talk we must have something worth 
saying and through speech the mind is 
revealed. 

Cultivate the power of the spoken 
word because by your speech you are 
judged and good talkers generally are 
leaders because,they receive a distinc- 
tion not otherwise attained. 

* * * 


M—“M” is for “Memory” of great 
value indeed to life insurance men. 
Memory is not simply just driving to 
retain and to recall but it is actual train- 
ing of the mentality. If one would re- 
member well he must first see clearly 
then comprehend what is seen. A good 
memory depends upon concentration of 
attention upon the thing to be remem- 
bered. Concentration is the functioning 
of the mind directing the attention to 
the object through the will. Some sales- 
men have been known to forget a man’s 
name while actually talking to him and 
no one feels exactly complimented when 
asked a second time for the name. 

oe @ 


A—Seventh letter—“Ambition.” No 
success is possible to the man who lacks 
ambition, the determination to work. 
A man’s future depends upon himself 
and he receives financial rewards in pro- 
portion to effort expended. The sales- 
man without ambition is like an automo- 
bile without gasoline. A brilliant person- 
ality, a wide circle of friends, education, 
influence count for naught unless 
coupled with courageous determination 
to work. Ambition is the driving power 
that leads to the heights of achievement 
and enthusiasm and energy is its appli- 
cation to the life insurance agent. 

* * * 


N—tThe last letter—‘‘Nerve.” Nerve 
is the power that destroys fear and 
timidity and supplies courage and opti- 
mism. By nerve is not meant boldness 
but a confidence born of knowledge that 
you know your business, and it gives 
you assurance that any question the 
prospect may ask can be answered in- 
telligently. The salesman with nerve 
walks erect, looks fearlessly ahead and 
goes confidently forward because he 
knows how to sell, can do it and does it. 
Salesmen, just review the possibilities 
in the word salesman and be awake to 
its real meaning and mighty powers will 
be set in motion that can carry you for- 
ward to certain success. 


STATISTICS ARE MISLEADING 


Even the most accurate statistics are 
often misleading. To prove that teetotal- 
ism shortens life in the tropics, the re- 
port of the mortality of a regiment serv- 
ing in India was used. The report 


Concord 
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Service, Company, or Policy 


What Do You Sell? 


—which? 


All three are important, of course. 
our mind the policy is especially so. 


you agree that the actual contract itself is 
deserving of careful attention and compari- 
son on the part of the agent, we invite you 
to consider seriously the United Life policy, 


“A Policy You Can Sell.” 


Any natural death............5+. $ 5,000 
Any accidental death............ 10,000 
Certain accidental deaths......... 15,000 


Accident Benefits $50 per WEEK. 
Also Disability Income, Waiver of 
Premiums, etc. 





ALL IN ONE POLICY 











If there is an opportunity open in your 
town, our Vice-President, Mr. Eugene E. 
Write him 


Reed, will tell you all about it. 
direct—and directly. 


But to 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


New Hampshire 


Inquire! 


_il 











hae 


Founded: 1867 








bi: 


policyholders. 


EQUITABLE LIFE 


INSURANCE COMPANY 
OF IOWA 


Satisfied Policyholders 


More than 67% of all insurance written by 
this company since 1867 is still in force to- 
day. What better evidence could there be that 
policyholders appreciate the “golden rule” 
service of Iowa’s Oldest Company? 


Men desiring to become agents for a good, 
old line company will realize the advantage of 
a contract with this company of satisfied 


Home Office: Des Moines 














We have openings in Ala., Ar D.C. Ga. Ia., Kans., Md., Mich, 
Mian., N. Mahe Sula. 3 Dow: Gantt Wen 


Our Agents Have 


A Wider Field— 





An Increased Opportunity 











“ms and intelligence coupled with in- 


a tiger—Now & Then. 





Because we have 


Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family’s 
insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 


COMPANY of CHICAGO 


B. R. NUESKE, President 
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Best Time To Sell 


THERE is one most favorable time for 
selling insurance: That is just after the 
agent has closed a case. It is a rather 
general human weakness to want to 
take it a little easy after having accom- 
plished something. That is a bad atti- 
tude. It weakens the salesman. It is 


easier to sell another policy after hav- 
ing sold one than at any other time 
because the agent is in a conquering 
mood and full of self confidence. If he 
is wise he will capitalize on that sell- 
ing momentum and go on to set new 
records. 


Cover Needs Like an Expert 


How far should the public be taught 
that all life insurance policies are alike 
in value, when benefits are matched 
against cost? How far should agents 
be taught the same thing? 

Innumerable policies are devised to 
provide “selling points” for agents, but 
mathematically all policies give the same 
value per dollar of premium. Would 
it be advantageous or otherwise if the 
agents and the public thoroughly under- 
stood this? 

The great development in life insur- 
ance has been coincident with a great 
development of flexibility in policies, so 
that the problem is in the way of solv- 
ing itself. Agents and public now un- 
derstand that practically any kind of a 
policy can be obtained. There is great 
ireedom in optional settlements, and the 
options are extended retroactively to 
old policyholders. Still, there are argu- 
ments between agents as to whether 
ordinary life, 20-payment or endowment 
is best. 

What are the true considerations 
that make one form more desirable than 
another? The best results of course 
are obtained by leading the propect to 
a program, and holding him to it may 
be made easier by a fixity of policy 
forms. Nevertheless wonders have been 
worked in commercial lines by standard- 
ization, the unit system, and _ inter- 
changeability of parts and it is inter- 
esting to consider what might be at- 
tained by going the full length in life 
insurance. 

All life insurance propositions are 
reduced to a common center, the net 
single premium. No matter what the 
benefits are, they are reduced to this 
single term. Then the premium pay- 
ments are figured from there. Whether 
the policy is to be paid for in one 
premium (rare, although one company 
publishes single premium rates), or in 
10 or 20 years, or in continuous annual 
premiums, the distribution or alignment 
of premium payments is made from 
this central value and not directly from 
the policy. Therefore why should not 
all policy terms work out visibly from 
this central core or scale, instead of 
being delivered in prescribed packages, 


no mnatter how numerous the packages 
offered may be? 

Why should not the entire series of 
policies of every sort be worked out 
simply from the ordinary life as a 
starting point? To some extent this is 
done now on the benefit side by means 
of almost unlimited options. On the 
premium side there is a single example 
in this direction in the accelerative en- 
dowment. What is there that should 
hinder the perfect flexibility toward 
which these measures are a start? 

“Fitting the policy to the man” is the 
great achievement of recent years. Yet 
the fit does not always last. Agents sell 
ordinary life, limited payment and en- 
dowment according to their conception 
of what the prospect needs. In the 
course of time the policy sold is a 
misfit. 

One of the obstacles to flexibility is 
the fact that endowments are usually 
recommended for young men, the lim- 
ited payment up to middle life, and the 
ordinary life after that, and companies 
do not allow an increase in the amount 
insured when a policy is converted. 
But why should they not? Why should 
not every policy issued contain an 
option of conversion to the largest 
amount that the premium at time of 
issue would buy at ordinary life rates? 
There would be some selection against 
the company, but probably every young 
man would stand for a charge in his 
endowment premium to cover this 
privilege. 

Every policy then could have the 
whole possibilities of life insurance 
embodied in it. It would be fitted to 
the man not only at time of issue, but 
throughout life. There would be some 
effect on the lapse problem. There 
might be some kind of a service charge 
for conversion, so that when a man 
was sent out to save a renewal he could 
give real study to the case without 
donating his time. Part of the sales 


resistance felt now is due to the fear 
that the policy purchased may not be 
just right in a few years. 

Young men could be started on en- 
dowments for all they could pay for, 
with assurance that they could change 





to larger coverage when it was needed, 
without surrendering or running on 
extended values. Men with families 
could buy heavily of ordinary life, with 
a definite purpose of changing over 


— 
when their children were grown, 
All that is suggested here can now 
be accomplished by a life insurang 
expert. Why should not every Policy 
cover every need like an expert? 





————., 








PERSONAL GLIMPSES OF LIFE UNDERWRITERS 











William A. Carter, who has _ been 
agency manager of the Penn Mutual 
Life at Salt Lake City, has become a 
strong personal producer. He gives con- 
siderable time to the instruction of 
agents, both individually and in classes. 


George B. McGill, superintendent of 
agencies for the Michigan Mutual Life, 
died at his home in Detroit following a 
long illness. Mr. McGill was one of 
the old time life insurance men who 
was intensely interested in his work. 
He is survived by a widow and one 
daughter. 

Heber J. Grant of Salt Lake City, 
founder and president of prominent in- 
surance concerns in Utah and whose 
name is a synonym for insurance in the 
inter-mountain states, was among those 
who scaled the lofty peak of Mount 
Timpanogos, in that state, last week. 
Mr. Grant is nearing 70 years of age. 


W. K. Herndon, examiner for the 
Kansas department, has just completed 
his work in the examination of the In- 
ternational Life of St. Louis, signed the 
report of the convention examiners and 
has started on a business and pleasure 
trip around the world. He left Topeka 
last week and will join Mrs. Herndon 
and her sister and son in Los Angeles 
sailing this week for China. Mr. 
Herndon has a considerable interest in 
the Asia Life of Shanghai, a company 
organized by Americans to write insur- 
ance in the treaty ports of China. Sev- 
eral friends are the active managers of 
the company. Mr. Herndon will spend 
about two weeks at Shanghai to help 
solve some problems confronting the 
company. 

On the return he will visit a consid- 
erable time in France, looking over the 
battlefields in which his regiment par- 
ticipated and visiting numerous friends 
stationed in France and acquaintances 
made while he was an officer in the A 


Judge W. K. Whitfield, newly elected 
president of the International Life of 
St. Louis, Mo., was born in Moultrie 
County, IIL, and received his early edu- 
cation in the public schools in the vicin- 
ity of his birth place. Later he attended 
Michigan University Law School and 
was admitted to the bar in 1895. The 
following year he was elected state’s 
attorney for his county and held that 
position for eight years. 

In 1914 when a vacancy occurred on 
the bench in sixth judicial circuit Gov- 
ernor Dunne selected Mr. Whitfield to 
fill the vacancy and serve the unexpired 
term. In 1915, despite that the sixth 
judicial circuit was overwhelmingly of 
the opposite political faith, Judge Whit- 
field was reelected by a substantial ma- 
jority. When that term expired he de- 
cided to enter private business, having 
been elected a _ vice-president of the 
Standard Life of Decatur, Ill, in 1919, 
and since that time he has devoted his 
time to the insurance business. 

He was largely responsible for the 
decision to remove the home offices of 
the company to St. Louis a few years 
ago and took a prominent part in the 
negotiations through which control of 
the International Life passed to the 
Standard Life stockholders in 1924. He 
was elected first vice-president of the 
International Life May 8, 1924. 


President Arthur F. Hall was the 
guest of honor at a banquet in com- 
memoration of the issuance of the first 
Lincoln National Life policy on Sept. 
1, 1905, just 20 years ago. 

On behalf of the general agents, Vice- 
President and Manager of Agencies 





Walter T. Shepard presented in a fittj 
address a valuable scarf pin to Presides 
Hall. In response, President Hall te. 
viewed at some length the history ay 
growth of the Fort Wayne compa 
from its modest beginning until jt now 
has more than $380,000,000 of insurance 
in force and assets of more thy 
$28,000,000. 

Samuel M. Foster, chairman of ty 
board, acted as toastmaster and gay 
many interesting experiences with \, 
Hall and Counsel Daniel B. Ninde j 
the days when the company was being 
organized. 

Theodore Wentz, who purchased th 
first Lincoln National Life Policy, wa 
called upon for a brief address. Othe 
talks were given by Col. T. M. Knox 
Chicago, Henry E. Morton of Muskego, 
Mich., directors; Walton Ingham, 
one of the first agents of the company 
and Dr. C. H. English, medical director 


Thomas W. Blackburn, secretary ¢ 
the American Life Convention, attende 
the meeting of the American Bar Asso. 
ciation at Detroit and then went on to 
Louisville to look after the local x. 
rangements for the annual meeting o 
the American Life Convention in Oc. 
tober. 


The Smith Sisters, the popular sing. 
ers who broadcast every Wednesday 
evening over WHO radio station, Bank- 
ers Life of Des Moines, Ia., are daughters 
of Clyde C. Smith of Des Moines, who is 
executive special agent of the Centra 
Federal Fire of Davenport, Ia. Mis 
Helen Smith is 17 years of age and her 
sister, Miss Dorothy, is 15. They have 
made quite a hit in their work. 


A. L. Saltzstein, Milwaukee, general 
agent for the New England Mutual 
Life for Wisconsin and northern Michi- 
gan, has completed his 25th year of 
service with that company and is plar- 
ning a big celebration for the silver at- 
niversary. It will be in the form ofa 
dinner and agency gathering some tim 
in October and several officials of the 
company will be in Milwaukee for it. 


John W. Hamer, second vice-pres- 
dent of the Penn Mutual Life, died last 
week at his home in Beverley, N. J, 
— a year’s illness. He was 75 yeats 
old. 

Mr. Hamer had been connected with 
the Penn Mutual for 50 years. He was 
born in Sheffield, Eng., in 1849 and 
came to this country when a boy. He 
entered the employ of the Penn Mutul 
in 1875 under the presidency of Samuel 
C. Huey. He was appointed managtt 
of the loan department of the compaty 
in 1888 and became vice-president ™ 
1911. His duties had to do chiefly wit 
the company’s investments. He was tt 
garded as a high authority on boné 
issues. 


Dr. Charles Barker Petrie, former 
Louisville real estate man and physiciat, 
died in New York last week. He wastht 
father of John W. Petrie, formerly “' 
editor of the Louisville “Courier-Jou 
nal” and now editor of the “Americal 
Insurance Digest.” Another son ® 
Charles Barker Petrie, Jr., who has dom 
some insurance reporting. There 4€ 
two other sons, Kelly Petrie and Troy 
Petrie, and a daughter, Mrs. William 
Morrison of Chattanooga, Tenn. 

M. F. Hayes, Indiana state manage 
of the North American Life, with heat 
quarters at Lafayette, Ind., received * 
choice souvenir from his friend, Waltet 
Johnson, famous pitching ace of t 
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Washington American League baseball 
cub, last season’s world champions and 
this season’s leaders in the American 
jeague pennant race. The souvenir is 
a brand new Official league baseball au- 
tographed by Mr. Johnson, Stanley 
Harris, playing manager of the club; 
H. (Muddy) Ruel and Roger Peckin- 
paugh. Mr. Hayes and Mr. Johnson 
became acquainted in Washington 15 
years ago when Walter was a “kid” 
twirler. 











Fred Goldstandt, general agent for the 
Equitable Life at Oklahoma City, and 
president-elect of the’ Oklahoma Asso- 
ciation of Life Underwriters, who has 
been traveling abroad, is sailing from 
Cherbourg, France, for New York Sept. 
9, and will return directly home for a 
few days before leaving for Kansas 
City to attend the National Life Under- 
writers convention. 












The death of Wilbur S. Johnson, vice- 
president and comptroller of the Pru- 
dential, Sept. 3 removes from the per- 
sonnel of that organization one of the 
outstanding executives. Since his ap- 
pointment to service as a junior clerk, 
Jan. 3, 1880, he had by virtue of earnest 










named comptroller. On July 7 of the 
latter year he was made comptroller and 
director, and on Jan, 2, 1905, the title 
fourth vice-president was conferred. On 
Jan. 8, 1912, there came an appointment 
as third vice-president, on Oct. 13, 1923, 
as second vice-president and on Feb. 13, 
1918, he was made vice-president. He 
had been a director since 1902 and at 
the time of his death was the senior 
member of the board. He was a vice- 
president of the Essex Co. Trust Com- 
pany, East Orange; a trustee of the East 
Orange Public Library; president of the 
Welfare Federation of the Oranges. 


Napoleon J. Brodeur, a well known | 


representative of the Detroit Life who 
resides in Hancock, Mich., last week 
wrote twelve applications in the same 
family. The family is that of A. J. 
Verville, a prominent business man of 
Hancock. The father and mother both 
were written and the 10 children. The 
total amount of insurance was only 
$14,000. The youngest child was six 
years old and the oldest 21. The 10 
children all are attending school at the 
same time. 


E. C. Stone, general agent at Peoria 
for the Reliance Life of Pittsburgh, 
though in the business less than a year, 
leads all Reliance agents with one excep- 





| in that city. 


tion. In August Mr. Stone wrote $102,- | 
710 in life, beside writing heavily in | 


accident and health. 








LIFE AGENCY CHANGES 
































ie effort and a faculty for quickly grasping 

ompany fag the intricacies of insurance accounting 

director steadily risen to the high post he occu- 
“® pied at his death. 

On Jan. 15, 1895, he was appointed 
etary of MM cashier and on Jan. 14, 1902, he was 
attended 
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ocal ar- 
eting of 
in Oc e 

MADE ASSISTANT MANAGER 
ar sing- . . 
dnesday ff = 3B. Gilchrest Transferred to Chicago 
1, Bank- From Travelers Life and Accident 
aughters Branch at Providence 
, Who is 
Le - E. B. Gilchrest, formerly manager of 
onlin the Travelers life and accident depart- 
ev have Ay ment at Providence, has been appointed 
. assistant manager of the life, accident 
and group department at Chicago under 

Manager W. H. Kolb. Mr. Gilchrest is 

general # now in Chicago with his family. 
Mutual #} After several years as bank treasurer 
1 Michi- # in New England, Mr. Gilchrest entered 
year of @ the insurance business with the Travel- 
is plan- J ers as field assistant at Belfast, Me., in 
Iver an- #% 1917. A year later he was made man- 
rm of a ager of the branch at Grand Rapids, 
me time # Mich, where he was in charge until 
; of the MF 1922, when he was promoted to man- 
for it. agership of the Providence branch. 

He expects to devote considerable of 
ce-presi his time to the accident lines. 
lied last 
NI GATES GOES TO PROVIDENCE 
75 years 
“s Well Known Banker Has Been Ap- 
ed with pointed General Agent of the 
He was Union Central Life 
349 and 
oy. He Mayer F. Gates has been appointed 
Mutu HM manager of the Providence, R. L., 
Samuel HH agency of the Union Central, succeed- 
manage Mi ing B. M. Rawlings, who has been gen- 
ompaty eral agent there for the past eight years. 
ident © The latter will continue to be identified 
fly with #@ with the Union Central at Providence, 
was ttf devoting his time.to his large and grow- 
mn bond MH ing personal production. 

Mr. Gates, who is 33 and a graduate 

of Harvard, has had a wide and varied 
former # ©°OMmercial experience, much of it de- 
sysiciat, | YOtCd to organization work. It is un- 
wasthe fm “stood that his aim is to develop the 
arly city *8ency force of his territory rather than 
er-Jout-f™ ‘© devote much attention to personal 
merical Production, for the present at least. 
son is ne of Mr. Gates outstanding achieve- 
1as done ™Ments was his rise from a clerkship in 
ere at ‘he Bankers Trust Co. at Little Rock, 
id Try Ark, to treasurer of that company, 
Willian Which position he held for about three 
years with distinction. 
manage? H. V. Evert 
h heat =The Mutual Life of Baltimore has 
elves appointed H. V. Evert, Marine Build- 
by z Erie, Pa., as general agent in that 








ROBERTS CHANGES COMPANIES 





Star Producer Goes to Massachusetts | 


| the Metropolitan Life at Aurora, IIL, 


Mutual at Los Angeles—Had 
Interesting Career 





Benefit Life and well known in the field 
of life underwriting as an expert in the 
presentation and sale of program insur- 
ance, has resigned to become associate 
manager of the southern California 
agency at Los Angeles of the Massachu- 
setts Mutual Life, of which Frank E. 
McMullen is manager. Mr. Robert in 
June led the entire field of the Mutual 
Benefit, his paid for production for the 
month amounting to more than $400,- 
000. He has been with the Mutual Ben- 
eft for eight years, and with its Los 
Angeles agency since September, 1921, 
having been a member of the Salt Lake 
City agency prior to locating in Cali- 
fornia. 

Mr. Roberts’ first experience in insur- 


ance was in the field for the Guardian | 


Casualty & Guaranty of Salt Lake City. 
In a short time he became general man- 
ager of its health and accident lines; 
later he went with the Continental Life 
of Salt Lake City, which was controlled 
by the same interests as the Guardian 
Casualty. He was appointed assistant 
general manager of the Continental 
Life, in which position he remained un- 
til the company was merged with the 
Pioneer Life, when he formed a connec- 
tion with the Salt Lake City agency of 
the Mutual Benefit. He is an active 
member of the local association of life 
underwriters and for some time has 
been chairman of the membership com- 
mittee. 





Montana Life Changes 


John E. Finerty, formerly a large per- 
sonal producer for the California State 
Life, has been appointed general agent 
of the Montana Life in the Sacramento, 
Cal, district. 

Willard L. Weeks, who was formerly 
with the American Old Line Life of 
Lincoln, has gone with the Montana 
Life as general agent at Boise, Idaho. 

Kingsbury, who wrote more 
than $100,000 a year on a part time 
basis, has been appointed local agent of 
the Montana Life at Albion, Idaho. 

J. D. Ray of Billings, formerly a spe- 








cial agent for the Montana Life, has 
been appointed general agent for Custer, 
Rosebud and Prairie counties. Mr. Ray 
will make his headquarters at Billings. 

Other local agency appointments in 
the Montana Life include F. W. Burke- 
holder at Miles City, W. V. McCafferty 
at Rosebud, R. D. Mountain at Fordyce, 
Mont., and Hugh B. Donnelly at Mo- 
desta, Cal. 





Federal Life Appointments 


J. M. Foreman has been appointed 
district agent of the Federal Life for 
southeastern Iowa with headquarters at 
Council Bluffs. He was formerly state 
manager in Nebraska for the Mid-West 
Life. H. W. Dezell, who was formerly 
manager of a Piggly-Wiggly store in 
Des Moines, goes with the Federal Life 
W. A. Kennedy, who was 
formerly in the drug business and 
owned stores at Mitchellville and Col- 
~~" la., has joined the Federal Life 
staff. 





H. L. Green 


Isaac Miller Hamilton, president of 
the Federal Life, has been spend- 
ing the past two weeks in southern 
California. While in Los Angeles Mr. 
Hamilton announced the appointment 
of Harry L. Green as manager of the 
Santa Barbara district, comprising the 
counties of Santa Barbara, Ventura and 
San Luis Obispo.~ Mr. Green is a life 
underwriter of many years of experi- 
ence and was formerly connected with 
a western company in Santa Barbara. 
Mr. Hamilton expects before leaving 
California to appoint managers at San 
Diego, Fresno and Sacramento. 


C. W. Valentine 
C. Warren Valentine, formerly with 





has been appointed director of agents 


| for the Central Life of Illinois in that 
| section of the state. William H. Klenke, 

Roy Ray Roberts, star producer of | 
the Los Angeles agency of the Mutual | 





| 
| 


! 
| 








general agent for the Central Life, was 


also with Mr. Valentine until recently | 


in the Metropolitan agency. 


Robert W. Hicks 


Robert W. Hicks, who for some time 
past has been associated with the firm 
of J. Ramsay Barry & Co. of Baltimore 
as manager of its life department, has 
resigned to become general agent in 





Baltimore of the Equitable Life of 
lowa. 

It is understood that Mr. Hicks has 
been contemplating independent repre- 
sentation of the lite company for some 
time, but delayed resigning from the 
Barry office until the return from Eu- 
rope of F. M. Supplee, who heads that 
company. 





Ss. C. Brennan 


S. C. Brennan of Wichita, Kan., has 
become associate general agent with 
Oscar Cloutier for the Minnesota Mu- 
tual Life at that point. 





John F. Nevins 


John F. Nevins, one of the leading 
producers of the former J. E. McCabe 
eneral agency of the Minnesota Mutual 
ife, has taken over the agency for 
Atchison, Kan. Mr. Nevins has lived in 
and around Atchison for a good many 
years. 


Theodore G. Reynold 


The E. G. Gossett general agency of 
the Minnesota Mutual Life at Cleveland 
is now known as the Gossett-Reynold 
Company, the new addition being Theo- 
dore G. Reynold. 


John Hancock Appointments 


The John Hancock Mutual Life has 
selected Fred W. Sweet as its general 
agent at Toledo and Sherwood S. Smith 
| as associate general agent with John 
P. Baird at St. Louis. 


Luther Ferriss 


| Luther Ferriss has been appointed gen- 
| eral agent of the Pacific Mutual Life at 
|Grand Rapids, Mich, Mr. Ferriss for- 
merly was in business in Grand Rapids, 
conducting a local agency there, Later 
|}he was in Chicago and recently was 
manager of the brokerage and service 
department of the New York Indemnity 
there. 

















Life Agency Notes 


} I. H. Levinson has been appointed 
| supervisor of the Brooklyn agency of 
|} the Guardian Life. 
| Chas. A. Murphy, well known local 
retail salesman at Little Rock, Ark., has 
been appointed special agent for the Old 
Colony Life of Chicago. He will spe- 
cialize in educational and business insur- 
ance for children. 














IN THE MISSISSIPPI VALLEY 
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SUN WILL ENTER ILLINOIS 





Montreal Company Is Applying for Ad- 
mission—Branch Office Will Be 


Opened in Chicago 





The Sun Life of Montreal, Can., has 
applied for admission to Illinois and 
doubtless will be admitted in a short 
time. The Sun Life was not able to 
qualify under the old law until it was 
amended by the recent legislature. The 
company is one of the strongest in 
Canada, but did not have its authorized 
capital all paid up. Under the Illinois 
law therefore it could not be admitted 
until the capital was all paid up. H. O. 
Leach, superintendent of agencies, will 
have charge of appointing a manager in 
Chicago. 


Hold District Meeting 


At the annual district meeting of dis- 
trict managers and agents of the Mu- 
tual Life held at Fargo, N. D., Sept. 3 
and 4, tentative plans were made to 
hold the annual conference next year 
in the form of various regional meet- 
ings at the headquarters of the districts 
included in the territory covered by the 
club. Election of officers for the field 
club resulted as follows: President, Ja- 
cob H. Maurer, Fargo; vice-president, 
Thomas W. Fletcher, Fargo; secretary, 
Miss Amanda Steinkopf, Fargo; treas- 
urer, Miss Carrie Cammerud, Minot. 


IMPORTANT QUESTION RAISED 





Status of Mortgagee Under Fire Policy 
After Foreclosure at Issue in 
Nebraska Case 





LINCOLN, NEB., Sept. 9.—A point 
declared by the attorneys for the Na- 
tional Fire of Hartford to be of vital 
importance, not only to the insurance 
business but to the general public, is 
raised by it in a controversy with the 
National Life, now in supreme court. 
They say that a clear-cut decision would 
go far towards clearing up the situation. 

The National Life held a mortgage 
on property in Cherry county of Edward 
Chaffin, and the National Fire had issued 
a $1,500 policy on the ranch house. The 
life company foreclosed the mortgage 
and bought the property in at sheriff's 
sale, but never notified the fire company 
of what had been done. A few months 
after it acquired title the house was 
burned. 

The policy had attached to it the Na- 
tional Board standard mortgage clause, 
making the loss, if any, payable to the 
plaintiff as mortgagee. The National 
Fire contends that as all that it insured 
was the interest of the National Life as 
mortgagee, the policy terminated prior 
to the loss, after the National Life be- 
came owner. The lower court held 


against this contention. . 
The legal proposition involved is thus 
stated by the attorneys: 





“Under the 

















26 


THE NATIONAL UNDERWRITER 


September 11, 















union or standard mortgage clause, after 
the policy had been voided by the mort- 
gagor, the only claim that the mort- 
gage might have under ‘the policy is for 
loss to his mortgage interest, and if the 
mortgage debt has been satisfied or ex- 
tinguished prior to the loss the former 
mortgagee has no right of action on the 
policy, even if at the time of the loss 
he was the owner in fee simple of the 
property described in the policy.” 


PROSPECTS NOW EXCELLENT 
Farmers of Northwest Are in Funds 
and Business in the Cities Is 
Becoming Stable 








MINNEAPOLIS, MINN., Sept. 9.— 
The fall season is starting out auspici- 
ously for the life insurance business. 
There is no longer any speculation 
about the prosperity of the farmer; he 
is in funds to an extent that is giving 
business all along the ling a push. In 
the small towns tradesmen are feeling 
the impetus and it is easier to approach 
and talk life insurance than any other 
time this year. 

Life companies which have their gen- 
eral offices here and at St. Paul report 


more applications coming in from the 
rural sections than has been the case 
recently. And there is everything to 
indicate that this condition will continue. 

In the large cities the improvement is 
somewhat slower in developing but it is 
being felt. Employment is on the in- 
crease and what is still better, men and 
women already employed are more cer- 
tain that their jobs are going to last 
and they are therefore in a position to 
talk life insurance. One deterrent to 
life insurance business the past year 
has been the uncertainty of employment 
which caused thousands of ordinarily 
good prospects to put off their insur- 
ance obligations for the time being. 

Another thing that is helping business 
in Minneapolis is a series of articles on 
insurance being published daily in one 
of the large newspapers. These articles 
by Griffin M. Lovelace of New York 
University have undoubtedly stimulated 
interest in life insurance, both among 
those who never have carried it as well 
as those who are prospects for addi- 
tional coverage. 

From now until the holidays promises 
to be lucrative period for the life in- 
surance salesmen in this territory, in 





the opinion of nearly all the general 
agents here. 














IN THE SOUTH AND SOUTHWEST | 








SOUTH’S PROSPECTS ARE GOOD 





This Is Time To Go After Business in 
Cotton Belt, Experienced Life 
Men Assert 





ATLANTA, GA., Sept. 10—In the 
language of a veteran general agent, 
whose 35 years’ experience in the life 
insurance business has been gained in 
the cotton belt, “now is the time to go 
after business.” This man thinks it is 
much easier to sell the cotton farmer, 
and the business man in the south, who 
is largely dependent of that crop directly 
or indirectly, before the crop is entirely 
gathered and marketed, than it is a few 
months later. The psychology of this is 
explained by the fact that men will more 
readily buy during these expectant days 
than after they have actually realized on 
the crop. 


Best Prospect in 10 Years 


The writer has just made a trip ex- 
tending through seven southern states. 
Certainly it has been ten years since 
there appeared to be a better prospect 
than there is now, and optimism per- 
vades the entire territory. In Texas 
alone the cotton outlook is not as en- 
couraging as in the rest of the cotton 
belt. The drouth may do some harm in 
South Carolina, and sections of Georgia, 
but in Mississippi, Alabama and parts of 
Georgia, there is an exceptionally fine 
stand of cotton, and the dreaded bol! 
weevil seems to be working less damage 
than usual. 

The Memphis “Commercial-Appeal” 
publishes a weekly cotton report 
throughout the summer and fall, the in- 
formation being gathered by an experi- 
enced staff of commercial reporters. 
Last week that paper estimated that the 
yield would be 63.7 percent of normal, 
and by comparison with a few weeks 
ago the prospect has materially im- 
proved. 


Mills to Run Full Time 


Leading economists predict that the 
present crop will be slightly under last 
year’s consumption. This means a good 
price, and it means too that the cotton 
mills in the south will probably not find 
it necessary to curtail their running time 
in order to operate throughout the year. 
This fact is of vast importance to the in- 
dustrial companies, which draw a large 
part of their weekly premium income in 
the south from mill operatives. Eleven 
months ago the situation with reference 
to these operatives was most discourag- 








ing. Many mills were shut down, or 


running short hours. Employes were 
shifting, many of them out of work, and 
unable to pay their bills and keep up 
their insurance. 

While the present favorable prospect 
of yield has naturally had a slightly re- 
percussive effect on prices, there is little 
to complain of on that score. October 
cotton on the New Orleans market stood 
around 22 cents last week, and it does 
not seem likely that the level will *fall 
below that point. . 


Other Crops Also Good 


Aside from its major agricultural 
product, the south has done well in 1925. 
Corn in central and south Mississippi 
was even better than in the corn belt of 
east Tennessee. The cotton states are 
turning more to the production of corn, 
so that it will not be necessary to buy 
away from home the feed stuff for the 
horses and mules which are used to 
produce the cotton. Melons, peaches, 
tomatoes and other garden products 
have been plentiful this year and the 
market has been good. Cooperative 
shipping has brought beneficial results 
to the growers. 

Life insurance men in that section 
will undoubtedly come in for a share of 
the prosperity if they go after business 
vigorously for the next few months. 





Pays Policy Thought Lapsed 


The Great Southern Life at Houston 
has paid a policy thought by relatives 
to have lapsed, but which, through a 
special clause, was automatically paid 
up until January, 1926. The beneficiary, 
Mrs. C. E. Thompson, lives at San An- 
gelo, Tex. Mr. Thompson took out a 
$15,000 policy in 1916 and kept it in 
force until 1920. Then it lapsed, he 
thought, because financial conditions 
prevented his paying the premium. He 
died Aug. 20, 1925. The agent, Ira L. 
Cain, remembered that the policy should 
still be in force, investigated and later 
presented the $15,000 check to the as- 
tonished relatives. 


Takes Tampa General Agency 


B. H. Sieler, who resigned from the 
firm of Schley & Sieler of Savannah. 
Ga., general agent of the Penn Mutual 
Life has now taken his new position as 
general agent of the New England Mu- 
tual at Tampa, Fla. 








Daniels May Succeed Scott 


Robert Daniels of Victoria, Tex., is 
said to be slated for appointment as 
commissioner of insurance of Texas to 
succeed Judge John M. Scott, whose 


not to retire until early in October. It 
is understood that Mr. Daniels has had 
extensive experience in the insurance 
business. 

Judge Scott decided to return to the 
practice of law at Fort Worth some 
time ago and was not an applicant for 








continue as commissioner until after y 
National Convention of Insurance ¢, 
missioners to be held at San Anty 
Sept. 14-18, inclusive. Having jny 
the commissioners of the various gt 
to meet in Texas, Judge Scott cong 
ered it proper to remain as official }, 














until after the convention. 

































Promoted by Northwestern Mutual 
Accident of Seattle 





Articles of incorporation have just 
been filed by the Northwestern Life & 
Accident, which is the tithe of a new 
Washington life, accident and health in- 
surance company at Seattle, plans for 
whieh have just been announced by T. 
C. Brownlee, life-long insurance man 
who is president of the new life com- 
pany as well as president of Northwest- 
ern Mutual Accident for the past ten 
years. 

The Northwestern Life & Accident, 
which will have its home office at Seattle, 
has an authorized capital of $150,000, in 
compliance with the insurance laws of 
the state. A splendid new feature show- 
ing the demand for a company writing 
these lines is the list of prominent men 
over the entire state who signed the 
articles of incorporation, some 50 in 
number, representative of the best busi- 
ness men of Washington. 

President Brownlee has been an insur- 
ance executive for the past 10 years and 
for many years previous was a success- 
ful life underwriter. Other officers in- 
clude N. H. Seil, investment banker in 
Seattle, W. M. Whitney, well known at- 
torney of Seattle, Dr. H. A. Wright, 
prominent surgeon of Seattle, who have 
long: been associated with Mr. Brown- 
lee, and F. M. Montague, an experienced 
insurance man of Seattle. 

The stock of the Northwestern Life 
& Accident is being placed almost ex- 
clusively with the present members of 
the Northwestern Mutual Accident, 
whith gives the stock a wide and satis- 
factory distribution. The program for 
expansion was made necessary by con- 
tinued requests from members of the 
association that the writing of life in- 
surance be made one of the lines car- 
ried, but since the insurance laws of 
Washington did not contemplate a mu- 
tual association writing life insurance 
on a legal reserve basis it became neces- 
sary to add this line by way of the stock 
plan. 





Los Angeles Agency Expands 


District Supervisor George H. Page 
of the Los Angeles agency of the West- 
ern States Life, is moving his office to 
larger quarters in the new Chamber of 
Commerce building. This change was 


found necessary on account of the 
agency having outgrown its former 
quarters. The Los Angeles branch 


completed its entire allotment of paid- 
for new insurance for the year a few 
weeks ago, and in June it led the com- 
pany’s field in the production of busi- 
ness with a total to its credit of $1,357,- 
000. In the same month it won the 
trophy cup awarded to the branch pay- 
ing for the largest volume of business. 
The company’s annual club conven- 
tion is to be held at Coronado Beach 
Sept. 10-12. 





Western States Life Programs 


Starting Aug. 31, and on Monday 
nights thereafter, the Western States 
Life of San Francisco provides the musi- 
cal program for radio station KTAB of 
Oakland. The programs will be ar- 
ranged under the direction of Mrs. Grace 
Adams East, wife of Assistant Secretary 
and Cashier T. A. East. Mrs. East will 



























reappointment. However, he decided to 
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aries Has Just Been Made by Vice. 
President Gordon Thomson 





On Sept. 1 Vice-President Gord 
Thomson of the West Coast Life 
San Francisco was placed in gen 
executive control of the insurance 
fairs of the company. By this allocati 
of one of its vice-presidents to the j 
mediate and full supervision of all coy 
pany matters relating to  insurang 
transactions the company also designatg 
an official head for the agency dep 


ment which embraces states in 
western United States, as well as thought 
waii, China and the Philippines. eg 
This move on the part of the compa oad : : 
is the logical result of the rapid expa - 4 ki 
sion the company has enjoyed durin ; oh 
the past few years. The growth b ado 
made it necessary to undertake ar a on 
arrangement of territorial boundarig Tapers 
and effect a decentralization of contr spective 
in order to promote intensive cultivatio ‘mont! 


of the respective divisions. 

Mr. Thomson is eminently well qual 
fied to assume the various responsibil 
ties incident to the position by reason 
his long experience and his thoroug 
knowledge of all insurance matters mi "'*** 
general. 





Each 


Division of Territory 0 


Under fhe new arrangement tag" *** 
northern department which is under thay i 
supervision of Superintendent of Agen 
cies J. W. Stewart at Portland becom 
the “Northern and Intermountain | 
partment” and will be extended to ing} 
clude Colorado. Mr. Stewart will con 
tinue to supervise the department a 
formerly, reporting direct to Vice-Pres 
dent Thomson in all matters requinng 
the exercise of the official prerogative. 
Otto Langpaap, who has for the past 
year been manager of agencies for Wes} 
Coast Life with supervision over the 
entire agency department, becomes st 
perintendent of agencies for the “Cent 
and Southern Departments,” embracing 
California, Arizona, Nevada and Texas. 
For some time it has been apparent 


to Mr. Langpaap that the two gre 
empire states of California and Texas 
t that they 


have grown to such an exten = 
comprise in themselves a separate divi 
sion requiring the full time and attention 
of a well organized agency staff. He 
has been so closely affiliated with the! 
progress of the various agencies 1 those 
two states and in Nevada and Arizona 
that he expressed the desire to be Fe 
lieved of his many and arduous “ 
having to do with supervision wipe | 
entire territory, in order that he mg | 
devote his entire time to intensive & 
velopment of this choice field. _ ii 

J. P. Robinson has been appointe or 
sistant superintendent of agencies . 
the “Central and Southern Departmen’ 
under Superintendent of Agencies —_ 
paap. He will also continue oa 
company paper, “The Pioneer. e ~ 
formerly manager of the field — 
department but was advanced to - 
position of agency secretary on aS 
1925. Pending appointment of 4 § - 
able successor, Mr. Robinson will = 
tinue to function in the capacity a 
agency secretary in addition to his 0 
duties. 


Start Life Insurance Library 











appear in some of the programs herself, 





term of office expired Sept. 1 but who is 


playing on the cornet. 


The public library board of Salt ua 
City, Utah, has already purchase¢ * 
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til after 
Tance (Cp dard life insurance works as a nu- ers’ Association in accordance with the 
an Anto for the new life insurance library | recommendations of the National Asso- 





saggested by the Utah Life Underwrit- | ciation. Other works are to be added. 


IN THE ACCIDENT AND HEALTH FIELD 

































ACCIDENT DECISIONS GIVEN 


Question As to What Is Included Un- 
der Policy Against Death Through 


Violent Means 





pEMOVES LIFE REQUIREMENT 


Great Northern Raises Rates on Non- 
Cancellable Policy and Liberal- 
izes Rules 


ELD 


‘ST L 
















ial Bow The Great Northern Life of Chicago What Is Included Under Policy 
by Vice. a's eliminated its requirements that life | Against Death Through Violent and Ac- 
mson surance be written in connection | cidental Means—Where plaintiff's de- 
| yith non-cancellable health and accident | cedent was insured against death 

ud has increased slightly the rates on through violent and accidental means 
nt Gord. “non-can” policy. In the past the exclusively and independently of all 









other causes, and while being shaved 
by a barber, the latter opened a boil 


st Life 





company has placed a limit of $50 a} 









in gen . y i 

urance nonth wor -_ ory on of — with an infected instrument which caused 
; allocatig pearance = ok tine a = with | 2 general infection ultimately causing 
to the ge ‘nom-can” policy. Now the life in-| decedent’s death, held that death oc- 






srance requirement is eliminated. 








of all con L i? curred within the provisions of the pol- 
insurangm The Company expects by this plan to | icy. James vs. State Life. Appellate 
designate Crease both the sale of life and non- | Court. Indiana. Decided April 24. 

cy depagmancellable income. The “non-can —- S 


policy will be used as a leader. It was 








ss in th : - 7 nsi i While Engaged i . 
Il as Hag tought that it was easier to sell it | Pn ay KD Tee On te 

without the life insurance requirements. ; . an 
es. | sured For—Where an accident policy 





Aiter the “non-can” policy has been 
placed, the policy holder will be urged | 
to buy life insurance on the strength of 





= compan 
vid expan 


provided that if at the time of death, the 
insured was engaged in an occupation 

















in the policy. Globe Indemnity Co. vs. | the agency department office of the Fed- 
Mettling. Ct. of als: Ohio. (8th | eT@l Life of Chicago since the business 
District) Decided April 13 ( |of the Bankers Accident of Des Moines 


| was taken over, has been appointed IIlli- 
New Accident Law 


|}nois traveling representative. He will 
develop open territory in the state. He 
Many mutual accident aésociations of | 18 & graduate of Coe College of Cedar 
Arkansas have filed notice of their in- | Rapids, Ia. 
tention .to reorganize.under. the new law 
known as Act No. 139 of the last legis- 
lature, while four surrendered their char- 








Promotions Are Made 





ters and ceased business. | M. Borman of Toledo has been made 
|} superintendent of the National Life & 
| Accident there. F. E. Devine of Los 


Batten Goes Into Field 


Maurice T. Batten, who has been 


Angeles becomes superintendent of the 


in | company in his city. 












NEWS ABOUT LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Policy Literature, Rate Books, etc. Supplementing the “Unique Manuai- 
Digest” and “‘Little Gem,” Published Annually in May and April respectively. 
PRICE, $3.50 and $2.00 respectively. 


























of 1 percent of the commuted value of 
the policy in the event of total and per- 
| manent disability. The disability income 
previously was the same as the monthly 
income payable to the beneficiary in 
case of the death of the assured. 


EQUITABLE OF IOWA’S RATES 
Reductions on All Non-Participating 
Forms Except Ordinary, Income 


Endowment and Term 
Revises Limits Over Age 50 





The company has also increased its 
limit at ages above 50. The limit on 
life and endowment forms now is $180,- 


The Equitable Life of Iowa has is- 
sued its rate book containing reduced 
premiums on non-participating policies 








a7 = 7 4 | 
_ a the physical examination which he has ene Dees Sas a ee which became effective Sept. 1. The | 000 at ages 51-52, $160,000 at 53-55, 
rt gassed for the income policy. was insured, hes that the yeneficiary | rates are reduced on all non-participat- | $140,000 at 56-57, $120,000 at 58-59, 
ake a 1’ in classes AA and A, $2 is charged | °! Such insured could recover only such | ing plans except term, income endow- | $100,000 at 60-61, $60,000 at 62-65. The 
oundarida each $1,000 of death indemnity irre- | 27, @4™mount as the premium he actually | ment and ordinary life. The minimum | limit for continuous monthly income 
of contra sective of age. Rates for each $100 paid would have purchased by way of | policy that will be issued on the non-| policies and reversionary annuity con- 
~ultivatic of monthly indemnity at sample ages insurance in the more hazardous occu- | participating plan has been increased to tracts are $720 a month at ages 51-52, 
ee | pation. A person insured under the oc-| go 990 and the select ordinary life pre- | $640 at 53-55, $560 at 56-57, $480 at 5% 

a Each $100 of Monthly Indemni | cupation “wharf secretary,” who was | viously issued only in amounts of $5,000 | 59, $400 at 60-61, $240 at 62-65. These 
sponsibi pppendannays vind | killed while pulling up piles and piling | or more becomes the ordinary life non- | limits apply to male lives. The limit fot 
reason ¢ 3 pt] 8 Menthe 8 Menthe | them up on the dock, an activity not | participating, subject to the same rules | women from ages 25 to 60 is $100,000. 
thorougiy $40.00 poy ae | usually included in the duties of a sec-| of issue as any other non-participating | The new non-participating rates, to- 
latters Bs" ** hog 30.50 vpees | retary, and classified as more hazardous | policy. . gether with the rates including disabil- 

45.00 31.50 22°50 | than the occupation of secretary, could | 7 Disabilt pened | ity and disability and double indemnity 

ons yt 24.50 | not recover the full amount of his policy, | ae ey Sa for 20-pay life and 20 year endowment 

60.00 43.00 32°00 | where it was not shown that the insur- The disability benefit on continuous | policies, at all ages, and the new rates 
nent th 67.50 50.50 39.50 | ance company knew of the peculiar use | monthly income policies has been in-| without disability and double indemnity 
af Ace 77.50 58.00 49.50 |of the term “Wharf Secretary” as used! creased to provide a monthly annuity! for other non-participating forms at 5 
becom 
tain D | 
ed to ing || 
will con 
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Assets $25,100,000 








BANKERS 
LIFE INSURANCE COMPANY 


OF NEBRASKA 


Insurance in Force Over $106,000,000 
Our Motto: Not How Large But How Strong 


__ Thirty-eight years of successful and conservative management has resulted in a financial statement and 
dividends to policyholders unequalled in the insurance world. 


Participating and Non-Participating Insurance 
Disability and Double Indemnity 


Excellent opportunities for high grade men either with or without insurance selling experience in 
Pennsylvania, Ohio, Michigan, Illinois, Iowa, Missouri, South Dakota, Utah, Washington, and Oregon. 


MORE BUSINESS IN FORCE IN OUR HOME STATE 
THAN ANY OTHER COMPANY 


For full particulars regarding Agency, address 


HOME OFFICE, LINCOLN, NEBRASKA 
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year intervals are given in the sub- 
joined table: 

20-Pay Life—, 20-Yr. End. 
eg. With Dis. & Reg. With Dis. & 
Pre. Dis. D.L Pre. Dis. D. 


I 
t 
-78 
0 
38 





73.07 91.95 
89.67 108.23 


10 
Yr. Yr. Yr. End. End. End. 
Age End. End. End. at70 at65 at 60 
56.20 89. 13.17 14. 


-75 69.11 99. 69.11 
60 63.64 77.92 106.48 106.48 


65 eeeee 91.40 116.78 








NORTHWESTERN MUTUAL DIVIDENDS 

















N the subjoined table are given the 
1926 dividends of the Northwestern 
Mutual Life for the first 20 dividend 
years at 5 year age intervals for various 
policy forms. Some of the dividends 
have been given in preceding issues of 


THe NatTionaAL UNDERWRITER. The divi- 
dends on ordinary life, 20 payment life 
and 20 year endowment are given again 
in response to requests for dividends for 
the full 20 years on these forms of 


policies. 


Ordinary Life 


A 6 20 30 35 40 45 50 55 60 
Prem $16.95 $18.37 $20.55 $23.31 $26.88 $31.56 $37.82 $46.36 $58.06 $74.29 
Bt .wccee 6. 6. 7.84 8.32 8. 9.18 10.4 13.40 
2nd 6.18 6.44 6.85 1.37 8.02 8.47 8.80 9.55 11.06 14.17 
8rd ..... 6.29 6.58 7.02 7.59 8.20 8.63 9.04 9.93 11.72 14.94 
GER. cevee 6.42 6.72 20 7.82 8.41 8.80 9.30 10.32 12.39 15.71 
OCR .ccee 6.54 6.87 7.38 8.05 8.61 8.99 9.58 10.70 13.07 16.47 
6th ..... 6.68 7.02 7.57 8.28 8.84 9.18 9.86 11.08 13.75 17.07 
TOR wcoce 6.81 7.19 7.77 8.45 8.97 9.40 10.19 11.66 14.41 17.97 
Sth ..cce 6.95 7.35 7.97 8.63 9.12 9.62 10.54 12.24 15.07 18.88 
ere 7.10 7.52 8.19 8.82 9.28 9.85 10.88 12.83 15.73 19.79 
10th .... 7.25 7.70 8.41 9.02 9.46 10.10 11.23 13.42 16.38 20.69 
Sith ..... 4.40 7.88 8.64 9.23 9.64 10.36 11.57 14.02 16.89 21.58 
12th 7.57 8.07 8.80 9.36 9.84 10.67 12.08 14.60 7.66 22.46 
13th 7.73 8.27 8.97 9.50 0.05 10.98 12.61 15.18 18.44 23.32 
14th 7.91 8.48 9.15 9.65 0.27 11.30 13.13 15.76 19.21 24.15 
15th 8.09 8.69 9.33 9.81 0.50 11.62 13.67 16.33 19.98 24.95 
16th 8.27 8.91 9.54 9.99 10.74 11.93 14,21 16.78 20.75 25.72 
17th 8.46 9.06 9.66 10.17 1.03 12.40 14.73 17.45 21.50 26.47 
18th 8.66 9.22 9.79 10.37 1.32 12.88 15.25 18.13 22.23 27.21 
19th 8.87 9.40 9.94 10.58 1.61 13.37 15.76 18.81 22.94 27.94 
20th 9.08 958 10.10 10.80 1.91 13.85 16.28 19.48 23.62 28.67 


20 Payment Life 


Age. 1 2 30 35 40 45 50 55 60 
Prem $26.70 $28.29 $30.63 $33.44 $36.85 $41.10 $46.57 $53.86 $63.88 $78.10 
evece 6.6 6.86 7.24 7.74 8.39 8.85 9.07 9.60 10.73 13.61 
BRE ccves 6.87 7.14 7.55 8.09 8.71 9.13 9.43 10.08 11.47 14.43 
| eer 7.138 7.42 7.87 8.45 9.04 9.43 9.80 10.58 12.22 15.25 
7.40 7.72 8.20 8.82 9.38 9.75 10.19 11.08 12.97 16.07 
a asaee 7.68 8.02 8.54 9.21 9.74 10.09 10.61 11.59 13.74 16.88 
an ¢¢s4% 7.98 8.33 8.89 9.60 10.13 10.44 11.05 12.10 14.51 17.53 
we osces 8.28 8.66 9.25 9.94 10.44 10.83 11.54 12.80 15.26 18.48 
mn sees 8.59 9.00 9.63 10.29 10.77 11.23 12.04 13.51 16.01 19.43 
MEM ccoas 8.91 9.34 10.02 10.66 11,12 11.65 12.56 14.23 16.76 20.37 
10th 9.24 9.71 10.42 11.04 11.49 12.10 13.09 14.96 7.50 21.30 
llth .... 9.58 10.08 10.83 11.45 11.88 12.56 13.63 15.69 18.12 22.21 
12th .... 9.94 10.46 11.20 11.80 12.30 13.08 14.32 16.41 18.97 23.09 
13th .... 10.31 10.86 11.58 12.17 12.74 13.62 5.02 17.13 19.81 23.93 
14th - 10.69 11.27 11.98 12.56 13.21 14.17 15.73 17.85 20.64 24.72 
15th - 11.08 11.70 12.39 12.97 13.69 14.74 16.45 18.57 21.44 25.44 
16th - 11,49 12,14 12.83 13.41 14.20 15.31 17.18 19.20 22.22 26.09 
17th - 11.91 12.53 13.22 13.87 14.76 16.02 17.90 19.99 22.95 26.64 
18th - 12.34 12.95 13.64 14.36 15.34 16.74 18.62 20.76 23.62 27.08 
19th - 12.79 13.38 14.08 14.87 15.94 17.46 19.34 21.51 24.20 35 
20th - 13.25 13.84 14.54 16.42 16.56 18.20 20.06 22.22 24.68 27.38 
20 Year Endowment 
BOO .00053. MB 20 26 30 35 40 45 50 55 60 
Prem. ...$47.92 $48.36 $48.86 $49.57 $650.64 $52.33 $55.15 $59.87 $67.61 $80.00 
oe escce 7.70 8.00 8.27 8.65 9.17 9.48 9.55 9.94 10.95 13.71 
ME ccace 8.26 8.56 8.84 9.21 9.68 9.92 10.03 10.51 11.74 14.56 
mn «sees 8.83 9.14 9.42 9.80 10.20 10.39 10.53 11.09 12.54 15.40 
an ceves 9.43 9.74 10.02 10.41 10.75 10.88 11.06 11.69 13.35 16.25 
an otece 10.05 10.36 10.64 11,04 11.32 11.39 11.62 12.30 14.17 17.08 
a seeee 10.69 10.99 11.28 11.68 11.91 11.93 12.20 12.92 15.00 17.76 
MEM veces 11.35 11.66 11.94 12.29 12.47 12.52 12.85 13.72 15.81 18.73 
me cceee 12.03 12.34 12.63 12.92 13.06 13.13 13.52 14.54 16.61 19.70 
ear 12.74 13.04 13.34 13.58 13.67 13.77 14.20 15.26 17.42 20.66 
10th - 13.47 13.78 14.07 14.26 14.31 14.45 14.91 16.19 18.22 21.60 
llth - 14.23 14.53 14.81 14.98 15.00 15.16 15.64 17.03 18.91 22.52 
12th - 15.01 16.31 15.65 15.67 15.72 15.93 16.50 17.87 19.81 23.40 
13th - 15.81 16.11 16.31 16.42 16.48 16.72 17.38 18.70 20.69 24.24 
14th - 16.65 16.94 17.11 17.18 17.28 17.55 18.27 19.53 21.55 5.00 
15th - 17.61 17.80 17.93 18.00 18.12 18.41 19.18 20.37 22.37 25.68 
16th - 18.40 18.68 18.80 18.85 19.00 19.30 20.09 21.14 23.16 26.27 
17th - 19.32 19.56 19.67 19.72 19.94 20.28 21.00 22.02 23.88 26.72 
18th . 20.26 20.49 20.59 20.71 20.92 21.28 21.92 22.87 24.50 27.01 
19th . 21.24 21.45 21.56 21.71 21.94 22.29 22.84 23.67 25.01 27.05 
20th 22.24 22.46 22.59 22.76 23.00 23.31 23.77 24.41 25.36 26.73 
25 Payment Life 
Prem ...$23.42 $24.84 $26.94 $29.49 $32.66 $36.70 $42.08 $49.50 $60.00 
BOE adece 6.44 6.66 7.03 7.52 8.16 8.60 8.82 9-38 10.52 
MG cccoe 6.64 6.89 7.29 7.81 8.42 8.82 9.11 9.7 11.20 
cveee 5 7.13 7.56 8.11 8.69 9.06 9.42 10.20 11.89 
Me sstie 7.07 7.37 7.83 8.43 8.97 9.31 9.74 10.63 12.59 
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50 55 60 
11.07 13.30 pa 
11.51 14.01 , 
12.14 14.70 
12.77 15.39 
13.41 16.08 
14.06 16.76 
14.72 17.31 
15.36 18.10 
16.00 18.90 
16.63 19.69 
17.26 20.47 
17.79 21.24 
18.51 21.99 
19.23 22.70 
19.94 3.37 


50 55 60 
$62.62 $72.63 $86.% 
10.09 11.23 14% 
10.70 12.09 14% 
11.33 12.97 15.9 
11.97 13.85 16% 
12.62 14.74 17% 
13.29 15.64 18.53 
14.14 16.53 19.57 
15.00 17.42 20.6 
15.87 18.30 216 
16.76 19.18 22.6 
17.65 19.97 23.55 
18.53 20.93 244 
19.41 21.87 25.% 
20.30 22.78 25.% 
21.19 23.64 26.4 
16.28 17.78 19.8 
16.58 18.08 194 
16.88 18.36 19.4% 
17.18 18.64 19.4 
17.48 18.90 20.1 
50 55 60 


50 


. oo 
_o 
Zz 









50 55 60 
2.02 $61.23 0. 
9.50 10.58 
9.95 11.29 
0.42 11.99 
0.89 12.71 
1.37 13.44 
1.85 14.17 
2.52 14.88 
3.20 15.59 
3.89 16.29 
4.58 16.99 
5.28 17.56 
5.97 18.38 
6.65 19.19 
7.34 19.99 
8.02 20.78 
8.60 21.55 
9.36 22.20 
0.11 22.99 
0.85 23.63 
1.55 24.20 
50 55. 
75.66 $81.95 $92% 
10.84 11.77 Me 
11.64 12.76 180 
12.46 13.76 160 
13.30 14.78 1h 
14.18 15.81 18% 
15.07 16.85 19% 
16.14 17.88 2008 
17.23 18.91 218 
18.32 19.94 26 
19.44 20.97 iy 
3 . 
20.56 21-93 eis 
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o1 WITH INDUSTRIAL MEN 
39 
D8 
76 HONOR CONTEST WINNERS | W. Rathwick, South.Bend; Agent Joseph 
" ‘ Martin, South Bend. 
Ti ma ee eee — a 4 
athwick, Sout end; gent Josep 
. western & Southern Salesmen Gather | yartin, South Bend. 
4 at Home Office to Honor Star Monthly Increase—Supt. Joseph 
9 Kovach, East Chicago; Agent J. F. Cera- 
10 Producers of Staff jewcki, East Chicago. 
37 Collection Percent—Supt. Martinus 
- The Western & Southern Life held a a eS SS See, 
eeting at .ae home office in Cincinnati ’ 
.ct week to honor the leaders of the . > P 
3 seen emeacy contest held one week in Public Savings Appointments 
23 14 MAugust during which the agents in the The Public Savings announces recent 
9 149 Miontest wrote over $5,000,000 in nmew/|changes in the field: Agent W. E. 
7 15.82 Business. Wheeler, Toledo 1, promoted to super- 
5 16. The contest was between two teams | intendent; Agent B. O. Struble promoted 
. ye mptained by Vice-President Clyde P. | to superintendent at Toledo 2; Agent F. 
31957 pohnson and A. I. Vorys, director of the | R. Alley, Muncie, Ind., promoted to su- 
2 99% Meompany. The Chicago division made | perintendent at Hartford City, Ind.; 
0 21,6 mpne best record during the week. Agent O. Briggs, Dayton 1, promoted to 
8 296M The program included a discussion of | superintendent; Agent G. A. Scott pro- 
7 2355 Mbusiness subjects and was held in the | moted to superintendent at Detroit 3. 
. Hy ome office auditorium. The afternoon 
: oa as given over to entertainment fol- 
8 25% el a banquet in the evening at CHANGES OF THE PRUDENTIAL 
. ae hich Mr. Johnson and Mr. Vorys shared —— 
3 144 pre honors with their producers. Many Promotions and Transfers Re- 
6 19.6 Areport was also made of the contest ly Made Are A 
4 19.) Mbeld by the field men in the division in cently Made Are Announced by 
0 20.1 Miharge of Sam H. Smith, superintendent the Home Office 
f agencies, who put on a campaign for | in 
ndustrial business increase. President | Forrest L. Corbin is promoted to as- 
60 r, J. Williams also took part in honor- | sistant superintendent of the Prudential 
++» Ming the star producers of the company !in the Elmira, N. Y., district. 
nd especially three agents who made Agent Thomas N. Blickenstaff of Cum- 
igh records, berland, Md., is promoted to assistant 
M. Gordon of Cincinnati wrote 10 ap- | superintendent in the same district. 
‘Hiplications in one day for $31,500; L. Assistant Superintendent Raymond H. 
c acobs, Cincinnati, wrote 12 applica- | Platt of the eastern Pennsylvania dis- 
d ions for $20,000, and C. McNeill, Cincin- | trict (Stroudsburg detached assistancy) 
” ati, wrote 12 applications in one day | takes charge of the new Tampa, Fla., 
for $15,500. These records were made | district as superintendent. 
without any preparation as none of the Agent Ernest R. Buckley of the Fair- 
policies had been worked up in advance. | mont, W. Va., district has been promoted 
—— | to assistant superintendent in the same 
Conservative Life News | district. 
The Conservative Life of South Bend, Wann wwe ) ng ee [i 
a —— ws he a of the assistancy at Martins Ferry for- 
5 men’ We 2" whieh wil be in merly controlled by Assistant Superin- 
harge of W. W. Morris, who stasted as | tendent Edward E. Heinlein. Assistant 
sn agent for the company Nov. 11, 1924, Superintendent Heinlein transfers from 
nder Superintendent Leonard of the Martins Ferry (Wheeling) to the Hunt- 
gy Ppinnond district, To <= 
. . ie ct. 
see } play mpm enn eer an ian Assistant Superintendent John E. Kess- 
frst of the year. | ler of the Charleston, W. Va., district 
The company has placed a superin- (Huntington detached assistancy) takes 
tendent at Peru, Ind., this city formerly charge of an assistancy in the new 
being an independent detached agency. | Tampa, Fia., district. 
Home Office Inspector Poe is in charge | The Toledo No. 2 district has a new 
of the district pending the appointment | /¢24er. Marius Hansen, formerly an as- 
of a superintendent. | sistant superintendent in the Cleveland 
| No. 2 district, has been promoted to the 
Leaders for the year are: | superintendency of this district. 
Joint Results—Acting Supt. R. W. Agent Earl G. Wilkinson of Cleveland 
Rathwick, South Bend; Agent Louis |No. 2 has been advanced to assistant 
Balogh, South Bend. | superintendent to fill the vacancy caused 
Net Placed Ordinary—Acting Supt. R. | by Mr. Hansen’s promotion. 
NEWS OF LOCAL ASSOCIATIONS 
EE 
“ 8. §. HUEBNER WAS SPEAKER | ure but through the pressure of public 
et! cone ‘ | sentiment, as an act of decency on the 
Addressed Indianapolis Association on| part of the young husband who takes 
Importance of Life Values Com- | — and has nothing to offer her but 
ns earning power. 
pered With Property | Plans were announced for conducting 
INDIANAPOLIS, IND., Sept. 9.—| another class on life insurance sales- 
tS. S. Huebner of Philadelphia manship in the local Y. M. C. A. The 
stopped at Indianapolis last Thursday | classes which have been conducted dur- 
on his way from the midsummer meet- | "8 the past two years have been very 
ing of the Health and Accident Confer- successful and there are a number of 
ence at West Baden, Ind. to meet with | ™¢™ Writing life insurance in Indianapo- 
the Indianapolis Association at a lunch- | lis who got their training in these 
ton in his honor. He was greeted by a/| classes. 6 *@ ¢ 
tge attendance. Life insurance will | 
one , : ae | Sioux City, Ia.—Members of the Sioux 
he ts Bad —_ in most ame | City association at the luncheon meeting 
“Wy hee the course of the talk | of the Kiwanis Club last week presented 
© gave following the luncheon. Life |a skit showing the value of providing 
msurance is growing to be a most im-| life insurance for the needs of one’s 
*, portant phase of our economic system. | family in case of the death of the hus- 
Hn here are two kinds of value, he said, | band and father. W. D. Morton, presi- 
15.39 Property value and life or brain value. dent of the association, Mrs. W. S. Mc- 
164 t is strange,” he said, “that for 25 Grath, Ralph Wright James Wright and 
11. years w * 8 . arguerite Morton appeared in the play, 
18.39 intlitmsices vt roe aes id our | which put over the idea that only 3 per- 
19.8 oy S of learning effects and not! cent of an individual’s earnings go into 
20.36 ses. Property is simply the effect of | insurance 
218 “ values. Values are values and ; e * 
238 count’ i = — to take into ac- Lincoln, Neb.—The September meeting 
Bat ues,” € values as it is property val-| of the Lincoln association was given 
26.20 He sai 4 r over to discussing the benefits of attend- 
268 Said he believes in compulsory life| ance at the National Association con- 
27.8 surance, not as a governmental meas-| vention, and arranging for a large rep- 











They Meet Every 
Requirement of Agent 
and Prospect 





ORTHWESTERN NA- 














TIONAL LIFE policies 
provide adequate protection 
to cover almost every need 
dependent upon the 
tinuance of human life. They 
offer unusual oppor- 
tunities for men of ability 
who have a satisfactory 
record of actual results. 


con- 


sales 














We are now opening up 
territory and have 
direct agency contracts 
available in Southern In- 


new 


diana, Southern Illinois, 
Central Missouri, Kansas, 
' SsZ Arkansas, Utah, Pennsyl- 
G 2 vania, Eastern Tennessee, 


Louisiana and Virginia for 
high grade producers. 


oo0o0o0 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


MINNEAPOLIs, MINN. 

















THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY-TWO YEARS of prosperous and successful 
business. It has passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 











































Springfield Life Insurance Company 


A Mutua Lea Reserve Lire INSURANCE ComPANY 
HOME OFFICE: SPRINGFIELD, ILLINOIS 


AGENTS WANTED 


We offer to Agents who CAN— 
(1) Liberal first year commissions 

beral renewals—thus insuring a permanent income 

(3) Actual—not promised—h office co-operation 

(4) Large actual prospect lists 


Business in Force $80,000,000 

















A. L. Hereford, 


George Hawkins Supt. Agencies Presi 
Springfield, IIL 


Springfield, Ill. 
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Personal— 


Do you know the details—the 
facts—about your financial 
affairs—the serial number, divi- 
dend date and history of your 
stock? of your bonds? When 
are notes due? When are pre- 
miums due and how much? 
Have you difficulty in making 
out income tax reports? These 
and a hundred more important 
questions are answered daily if 
you keep account of your affairs 
in 


MI-REFERENCE 


Knowledge of bookkeeping is unneces- 
sary to handle these twelve simple and 
practical records. form is self 
explanatory and provides space for 
complete information on every trans- 
-~ ~iecemaee being quickly and easily 
made. 


Life Insurance Form 


shows all necessary facts about policies; 
name of the company, policy number, 
plan, amount, amount of premium and 
dividends. dates due, cash value, name 
of beneficiary, etc. 


Companies and Executives will find no 
gift to equal MI-REFERENCE as a 
token of good will for Conventions and 
Agency use. It is now used by insur- 
ance salesmen to hold old and win new 
policyholders. MI-REFERENCE ties 
up with the Life I busi 


M1-REFERENCE is a handsome, handy, 
loose leaf, 8 ring book. Bound in leath- 
erette with index and 100 sheets, $5.00. 
Bound in beautiful genuine leather, with 
index and 200 sheets, $10.00. A liberal 
discount on quantities. Order one today 
for examination—you will never regret 
it—money refunded if not satisfactory. 









Pfening & Snyder, Inc. 
Dept. 31 Columbus, Ohio 




































FLORIDA 


Ordinary life insurance sales 
showed a gain of 51% in the first 
6 months of 1925 over the same 
period of 1924; July 1925 94% over 
July 1924, the volume being 
$8,750,000. 

Men with clean records who can 
produce are desired by this Agency. 


W. R. LETCHER, General Agent, 
Pacific Mutual Life, 
Jacksonville, Fla. 


















TWO EXPERIENCED 
INSURANCE SALESMEN 


to follow up leads for Chicago Agency of 
well-known old-line Company. Our monthly 
payment plan a big advantage. Address 
Room 1522 Republic Blidg., Chi ‘0. 
























LIVE LIFE INSURANCE 
SPECIALIST 
Can secure private office completely 
furnished, including telephone, IIli- 
nois Merchants Bank Building, at 
very attractive rental. This is in 
conjunction with man doing large 
business and offers interesting and 
profitable possibilities. 
Address P-23 
Care The National Underwriter. 
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to follow up leads for Chicago Agency of 
well-known old-line Company. Our monthly 
payment plan a big advantage. 
Address P-22 
Care The National Underwriter. 
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resentation at the meeting in Kansas 
City. Oak E. Davis, A. R. Edmiston, H. 
H, Loughridge and Joseph Goldstein, 
who have attended past conventions, 
made brief talks outlining the benefits 
attached to attendance, the personal con- 
tact with the big men in the industry 
and the opportunity to learn how diffi- 
cult, even if every day problems, are 
met and solved. The Chicago conven- 
tion came in for some criticism because 
of the “high brow” character of its pro- 
grams, but the consensus of opinion was 
that no live agent can afford not to 
attend. 

An evening meeting will be held Oct. 
10 in order to hear reports from dele- 
gates and others. The executive com- 
mittee will discuss with Dr. C. J. Rock- 
well, when he comes to Lincoln Sept. 19, 
the project of holding a two days’ school 
some time during the winter for agents. 

* * * 

Oklahoma City, Okla.—The Oklahoma 
association will resume regular meet- 
ings Friday, Sept. 26, if present plans 
of C. C. Day, president, materialize. Mr 
Day’s intention is to schedule the meet- 
ing the night before the closing of the 
school of life insurance salesmanship 
being conducted here under the associa- 
tion’s auspices, in order to meet with 
the visiting underwriters before their 
departure for their respective homes, 





DETAILS OF PROGRAM FOR 
NATIONAL LIFE MEETING 
(CONTINUED FROM PAGE 1) 
last illness—Guy A. Cowden, Springfield, 
Mo. 
(12) Sum to cover income and regu- 
lar taxes for the year—C. E. Way, Ak- 
ron, O. 

(13) Sum sufficient to pay inheritance 

taxes—F. W. Ganse, Boston. 

Bequest insurance. 

An Insurance Estate—Otho R. 
McAtee, Springfield, Mo. 

(16) The Wedding Anniversary—Ed- 
ward J. McCormack, Memphis, Tenn. 

Business and Credit Protection: 

(1) Credit protection policy. 

(2) Special policy to meet special 
business needs—Don. L. Sterling, Dallas, 
Tex. 

(3) To purchase a partner’s share at 
his death (policy on your life for the 
benefit of your partner or policy on his 
life for your benefit)—Farley J. With- 
ington, Rochester, N. Y. 

(4) Insurance to protect the corpora- 
tion—W. H. Boden, Johnstewn, Pa. 

(5) Policy to counterbalance endorse- 
ments (a policy sufficient to cover all 
notes which you. may have endorsed. 

(6) Sinking fund policy (a contract 
to retire a bond issue if you live, or 
provide the corporation with funds to 
call it in event of your death). 

(7) Insurance on financial backer. 

(8) Insurance on heavy debtors. 

11:40 a. m.—Stretch and sing. 

11:45 a. m.—Preparing the Ground for 
Future Service to Client. Subject opened 
by Wm. M. Furey, Pittsburgh. 

12:00 m.—Discussion led by George E. 
Lackey, Oklahoma City,- vice-president. 

(1) Survey of Client’s Insurance— 
Earl G. Manning, Boston. 

(2) Wills and Trusts—Thomas C. 
Henning, vice-president Mercantile Trust 
Company, St. Louis, Mo. 

(3) Suggest next steps in insurance 
program. 

12:35 p. m.—Discussion closed by Paul 
F. Clark, Boston. 

12:40 p. m.—Remarks: Representative 
of Canadian Life Underwriters. 








12:55 p. m.—Announcements. 
1:00 p. m.—Adjournment. 
= +. . 
Thursday Afternoon Session 

Oct. 1—2:00 p. m. to 3:30 p. m. 

(Of particular interest to National 
executive committee men, local associa- 
tion officers and others interested in 
increasing effectiveness of local asso- 
ciation work. At this session will be 
answered questions received in the ques- 
tion box.) 

Edward B. Hamlin, chairman, Cleve- 
land. 

How Can Local and State Associations 
Function Most Effectively? 

2:00 p. m.—What Service to Local As- 
sociations the National Has in Mind. 
John William Clegg. 

2:05 p. m.—Discussion. 

2:10 p. m.—Questions. 

2:15 p. m—What Makes 
fective—A Demonstration. 
liams, Oklahoma City. 

2:25 p. m.—Questions. 

2:30 p. m.—Relative Functions of a 
Local and State Association. E. B. Ham- 
lin, Cleveland. 

2:40 p. m.—Discussion. 

Questions. 

2:45 p. m.—What a Managers’ Associa- 
tion or Division Can Do. 

2:55 p. m.—Better Organization and 
How. William A. Searle, assistant to 
president. 

3:15 p. m.—Opening of question box. 
3:30 p. m.—Adjournment. 


Singing Ef- 
Roy Wil- 


. © . 
Thursday Evening . 
Oct. 1. 
Banquet—6:30 p. m. John William 
Clegg, toastmaster. 
Invocation. 
Address: Henry J. Allen, former gov- 


ernor of Kansas. 

Address: Speaker to be announced. 

Award of Golf Tournament prizes. 

Introduction of president-elect. 

Dancing. 

. . * 
Friday Morning Session 
In charge of Joseph D. Bookstaver, 
New York. 
Oct. 2—9:30 a. m. to 1:00 p. m. 

Service to Clients. George A. Kede- 
rich, chairman. 

9:30 a. m.—Singing. 

9:35 a. m.—Invocation. 

9:45 a. m.—Maintaining Good Will of 
Clients. Address by Gerald A. Eubank, 
New York. 

10:00 a. m.—Discussion led by Jack 
Warshauer, New York. 

10:30 a. m.—Stretch and sing. 

10:45 a. m—(a) Securing Future Busi- 
ness from Our Clients. Edward J. Sis- 
ley, New York. 

11:00 a. m.—Discussion led by Miss 
Marion B. Sanders, New York. 

11:30 a. m.—(b) Securing the Business 
of Others Through the Good Will of Our 
Clients, 

12:20 p. m.—Discussion closed by James 
Elton Bragg, New York. 

12:30 p. m.—Remarks by Representa- 
tive of Insurance Department of Cham- 
ber of Commerce of the United States. 

12:40 p. m.—Summary and closing. 

1:09 p. m.—Adjournment. 


Enters Nonmedical Field 


The Peoria Life has entered the non- 
medical field placing the limit at $3,000. 
Applicants must be between 10 and 45 
years of age. Applications may include 
disability and double indemnity benefits. 





confidential. 


an interview. 


WANTED—GENERAL AGENT 


One of the oldest Eastern Mutual Life insurance com- 
panies has opened a general agency. 
plicant will be a man of experience, character and 
ability. He will write full educational and business 
history in first letter. His communication will be held 
In reply he will be given full details 
regarding agency, and arrangements will be made for 


Address Superintendent of Agencies 
Box P-19 
The National Underwriter. 


Successful ap- 











——— 


SUPERVISOR 


An Eastern Life Insurance 
Company is desirous of 
obtaining a few experi- 
enced Life Insurance pro. 
ducers who are ambitious | 
to become Supervisors 
for the following terri. 
tories: 


Eastern Pennsylvania 
District of Columbia 


Tennessee Maryland | 
Indiana Delaware | 
Kentucky Michigan 


West Virginia 
Age 30 to 45 preferred. 


All correspondence strictly 
confidential . 


Address 0-77, care of 
The National Underwriter 
















A PROFITABLE PARTNERSHIP 
exists between this Company and its 
agents. The Head Office furnishes a lead 
service which permits agents to inter 
view prospects known to be interested. A 
steady, ay | growth in the Company's 
business is reflected in the increased em 
ings of its agents. 

idelity is a low net-cost company op 
erating in forty states. Full level ne 
premium reserve basis. Over Three Hu- 
dred Million insurance in force—and 
growing rapidly. fi 

few agency openings for the righ 

men. 


FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
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ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 








160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 








A. GLOVER & CO. 








H. NITCHIE 
. ACTUARY 


1523 Assn. Bldg. 19 S. La Salle St. 
Telephone State 4992 . . CHICAGO 








HAY C. MARVIN 
CONSULTING ACTUARY 


2105 North Meridian St. 
INDIANAPOLIS, INDIANA 








RANK J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bidg. 


INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 


— 


—1 








J. McCOMB 
COUNSELOR AT LAW 

*CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
pores. The Law of Insurance & 
Specialty. 
Colcord Bidg. OKLAHOMA CITY 


——— 








Actuarial Service Insurance Publicity 


ARRETT N. COATES 


CONSULTING 
ACTUARY 


354 Pine Street . . San Francisco 








—— 
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LIFE INSURANCE EDITION 











John L. Shuff Tells of Opportunities | 












































| 


for Rendering Service in Sale of Life | 
Insurance; Essentials to Big Production 


At the annual agency convention of 
the National Guardian Life of Madison, 
Wis., John L. Shuff of Cincinnati, home 
ofice general agent of the Union Cen- 
tral Life and former president of the 
National Association of Life Underwrit- 
ers, declared there is a greater opportu- 
nity for service in life insurance than 
any other calling. Mr. Shuff feels that 
a man of intelligence welcomes any 
chance for rendering real service. He 
characterized life insurance not only as 
the greatest business on earth but the 
friendliest. He enjoined his hearers to 
be friends. There is nothing more en- 
during or satisfying than sincere friend- 
ship in his opinion. 

Mr. Shuff made a number of observa- 
tions drawing from his long and rich 








JOHN L. SHUFF 


Home Office General Agent Union 
Central Life 


experience in life insurance which has 
pen of a varied nature. Commenting 
urther, he said: 


Stand by Legal Reserve System 


‘Be a friend to all legal reserve life 
mpanies that are honestly managed 
ped that are rendering the right kind 
service. We should stand by the 
gal reserve system as a whole. The 
ompanies are mere clearing houses for 


he distribution of life insurance. Don't ! 
poison a man’s mind as to his life insur- | 


ie if he has it in a good legal re- 
fe Company. 

‘It is impossible for an agent to cheat 
policyholder. He may misrepresent 
% Contract and he may sell the policy- 
der a contract of a different nature 
Han what the latter thinks he is getting. 
Owever, the policyholder gets what he 
“vs for. His policy is worth the pre- 
lum he is paying. He is not de- 
rauded., 

Three Essentials Named 


tis because of what he is. He is re- 








| insurance is property. 


| Russell Sage was the shrewdest financier 
| of his age. 


~ | should understand the main features of 
Every life insurance man gets where | 


sponsib‘e for his own standing and in- 
come. There are three real essentials 
in successful life insurance production: | 
work, good intentions and enthusiasm. | 
The greatest of these is ‘work.’ When- 
ever a man puts a rate book in his 
pocket and goes forth he has assumed 
a definite responsibility. No one should 
present the cause of life insurance 
lightly. Life is a constant growth. 


There is nothing that is standing still | 


in nature. A man is either retrograding 
or going forward. We should renew 
our allegiance to our business every 
morning. We should freshen our wits 
and recharge our batteries so that we 
are always in a fit condition to do our 
best. 


Should Discharge All Obligations 


“Every man in the life insurance busi- 
ness should be responsive to duty. He 
should have a program and follow it. 
I get down to my office near 8 o'clock 
every morning because I feel it is a 
duty. I want to start the day off in the 
right way with my men. I would rather | 
have an agent who will keep at it all | 
the time and have the zeal of industry 
in him than anything else. If a man 
meets his obligations today he need not 
worry. Do your duty today and tomor- 
row will take care of itself. Don’t 
shrink from rendering a service. It is 
a compliment to be asked to do some- 
thing. 

Prospect Is Two-thirds Sold 


“When I leave my office with a 
definite purpose of getting an applica- 
tion, the man is two-thirds sold. He is 
sold because in my own mind I see him 
sold. Of course, one should select his | 
prospects with care. He should know 
before he starts out that a prospect is 
able to pay for insurance and that he | 
will pass the examination. A lot of | 
useless time is wasted by working on 
prospects that cannot pay or cannot | 
pass the medical examination. You have 
only made the first step when you secure 
a man’s application. An agent comes to 
my office and says he has gotten an 
application. Immediately I ask him if 
he has had the man examined and if he 
has secured a settlement. In life insur- 
ance soliciting many mental attributes 
are brought into play. It requires 
strategy, good judgment, intelligence, 
understanding. You must know human 
nature. You must know how to give 
and to ward off blows. 


Insurance Is Property 


“Don’t get away from the idea that 
It is 100 percent 
It is property purchased on 


property. 
In my opinion 


very convenient terms. 


He placed safety as the main 
corner stone of investment. We should 
not decry the investment part of life in- 
surance. Take an endowment policy, 
for example. The investment part of it 
is most attractive. A life insurance man 


his business and be a master of it be- 
cause the doors of the world are always 





| the productive years of his life. 


| proprietor. 


open to one who is a master of his busi- 


ness. 
Wants a Stopping Point 


“I do not believe in selling the ordi- 
nary life policy to the large extent that it 
is today. I feel that the great majority 
of men should have a finishing point. 
There should be a goal to which they 
aspire. A man should be through paying 
for much of his insurance when he 
reaches age 60 or 65. He should buy in 
When 
he reaches the afternoon of life he 
should not have the burden of so much 
life insurance paying on his mind. I 
am a believer in selling life insurance 
paid up at some definite time, endow- 
ment at age 65, long term endowments. 
The. policy taken by the average man is 
sold before one reaches 40 years of age. 
Large policies are written after that be- 
cause it is after one has reached the age 
of 40 that he comes to the peak of his 
income. The big demands probably 
come after age 40. I think that the 
30-payment or 35-payment life policy is 
an excellent one for the younger people 
to take. Of course the ordinary life 
policy is the best one for a man who 
has reached the age of 60. He should 
then buy a 10 payment life or an or- 
dinary life. 


Seft Pedal Cash Values 


“IT think we should keep from talking 
cash values so much in life insurance. 
It disturbs a man’s program. He takes 
out life insurance for certain ends. He 
has a definite program in mind. If he 
surrenders his policy or loans on it he 
is defeating his own program. Cash 
values should be the last incident to 
talk about. Paid up values should be 
featured. Wherever possible, an agent 


| should talk to the wife about insurance 


as well as the husband. She often de- 
stroys the sale unless she is convinced 
that life insurance is something that 
should be carried. 


Life Salesman His Own Boss 


“The life insurance agent is his own 
The man on a salary is a 
He is always afraid of losing 
his job. The tenure of his business life 
is uncertain. The life insurance man is 
his own boss. He can make more money 
all the time if he will work harder. It 
is the only business with which I am 
acquainted that has the entree to all 
lines of endeavor. The world is open 
to the life insurance man. He does not 
have to confine his attention to any 
particular class. 

“During recent years through the in- 
strumentality of the life underwriters’ 


coward. 


| associations the standard of competition 


has been raised. Life men work in 
greater harmony with one another than 
they did years ago. 

Life Insurance Prolongs Life 


“T always tell a man that life insur- 
ance prolongs life. If one is able to 
have financial burdens lifted from his 
mind and eliminate worry he has gone 
a long way in driving back old age. It 
is worry, after all, that tears down. Life 
insurance serves as a bulwark to pro- 
tect a man’s family and one’s business 
in case of emergency. A man does not 
have to worry along these lines if he is 
protected. 

“We need more cheerfulness in the 
world. I always tell life insurance men 
to cultivate this quality. They should 
aim at an amiable disposition. The 





world, after all, wants a smile. Don't 
get stale. Keep your wits freshened. 
There can be many stupid days if we 


| make them stupid. Sunshiny days are 


not always the most interesting. Rainy 
days are frequently great days. 


What War Risk Insurance Did 


“War risk insurance did much to de- 
velop confidence in old line companies. 
It also raised men’s ideas as to the sizé 
of policies. You will remember that 
the War Risk Bureau recommended 
$10,000 as the standard for young men 
to carry. The government, therefore, 
gave a great endorsement to our system 
of insurance. It acted as a mighty 
stimulant to the sale of life insurance. 

“Our business is very much a service 
problem. We should keep in touch with 
our policyholders and look after their 
needs as best we can. I always feel 
that a policyholder who lapses becomes 
more or less an enemy and it is very 
difficult to get him back. We need to 
keep in contact with them and look after 


them. 
Following a Program 


“Aim to make a program every morn- 
ing when you start out and follow it as 
religiously as you can, Don’t blame any- 
one but yourselé if you do not work and 
accomplish anything. Do not try to 
fool yourself. Throw away the alibis 
and get to work. Analyze yourself 
rather than others. Be loyal to your 
company at all times. You can’t sell 
insurance successfully unless you buy 
insurance. Your own policy is the best 
argument you have for others to buy.” 


Life A gent Should Be 
Able to Analyze His 
Prospects, Their Needs 


By A. J, FAERBER 
National Life, U. 8. A. 


EFORE we start on a search for 

prospects, it wouldn't be a bad idea 
to analyze our ideas of what a pros- 
pect is. Practically every one we meet 
is underinsured and we can, therefore, 
safely say that 90 percent of the people 
we talk to are prospects for life insur- 
ance, that is, in the sense that they 
need it. The question of whether or 
not a man wants it is another thing. 

The creating of desire in a man’s mind 
for the thing you have to sell is the 
first requisite to successful salesmanship 
and the fact that he doesn’t want life 
insurance when you first talk to him 
doesn’t enter into the question of 
whether or not he is a prospect. 

The second thing you have to con- 
tend with is the question of the pros- 
pect’s ability to pay. You will have 
to become familiar with these cases and 
their means. Most people can find a 
way to get almost anything they reaily 
want. Consequently, if you overcome 
the first objection, the second will prac- 
tically take care of itself. 


Must Contend With Indifference 


The third point is indifference on the 
part of most people to their own wel- 
fare and comfort in old age and the wel- 
fare of their families in case of their 
death. This is overcome by appealing 
to a man’s pride, through a diplomatic 
illustration of a possible situation which 
might creep into his own immediate 
family because of lack of sufficient funds 
to provide adequately for his own old 
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Alisteel Files 


AWERS that operate 
at a touch, with velvet 
smoothness—greater filing ca- 
pacity per unit—unusual fire 
protection—and so wearing 
out. All these are Allsteel File 
advantages. 
Welded construction through- 
out, beautifully and richly fin- 
ished in baked-on enamel, 
A€steel Files—like the entire 
Allsteel Office Equipment line 
—guarantee you permanent 
satisfaction at a reasonable cost. 


eae ae new GF All- 


Catalog 


The General Fireproofing Co. 
Youngstown, Ohio 
Canadian Plant: Toronto, Ontario 

Everywhere 
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age, or for his family in case of his 
death. A diplomatic appeal to a man’s 
better self often has considerable pull 
to it. 

All of these things must be done in 
different ways according to the people 
with whom you are dealing. If a man 
is your mental superior or financial su- 
perior, you must be doubly careful in 
your suggestions to him. Of course, 
you know that we all have superiors 
in other men. He may not be so in 
all things but in some and if he is a 
financial success, he will naturally be 
keen on finance. A mistake made in 
trying to create a desire ina man’s mind 
for the thing you have to sell will often 
kill the sale. The way to manage the 
interview with a prospect is to ask ques- 
tions, i. e., keep your prospect on the 
defensive. But don’t ask questions he 
can answer by “No.” 


Keeping Everiastingly At It 


The fourth point and probably the 
hardest thing that you have to over- 
come is inability to keep everlastingly 
at it. No matter how many prospects 
there are about you, unless you are 
mentally alert and actively engaged in 
ferreting out the people who will buy, 
all of the knowledge in the world will 
be of no avail; 90 percent of the whole 
proposition is work, both mental and 
physical. Cases may not come today or 
tomorrow but if you keep on working 
and talking to people, you are sure to 
get an average. There is nothing mys- 
terious about salesmanship. It is really 
an open book and all you need is plenty 
of energy, tact and initiative, and you 
have the world before you. 


DISABILITY CLAUSE IS 
DISCRIMINATORY: SMITH 


(CONTINUED FROM PAGE 1) 


show that for the five years period from 
1920 to 1924 inclusive, two companies 
report a gain of $915,337, but six com- 
panies report a loss of $15,532,951. 

“It should be borne in mind that a 
portion of this great loss is occasioned 
by setting up of reserves, part of which 
may never be actually needed because 
of recoveries. 

“A joint committee of the Actuarial 
Society and the ‘American Institute of 
Actuaries was appointed some time ago 
to study the experience of companies 
under the disability clause. Its report 
will be out within a’short time. Actu- 
aries are generally agreed that the re- 
port will show a decidedly unfavorable 
expericnce and that a rate increase will 
be recommended. 


Would Prohibit Writing at Loss 


“In my codification of the insurance 
laws, which I presented to the last leg- 
istature, but which it in its wisdom, did 
not adopt, I included a section which 
provided, in effect, that if the premiums 
for the disability benefit are less than is 
required to provide for the benefits, ex- 
penses and reserves and tend to dis- 
crimination and an encroachment on the 
funds of other. policyholders or in a re- 
duction of the dividends, the commis- 
sioner of insurance shall notify the com- 
pany of his purpose to prohibit the fur- 
ther issuance of any such disability 
clause. The company had the right of 
a hearing in which it had the burden of 
proving the adequacy of its premium 
rates. If it could not do so, it would be 
required to either stop writing disabilitv 
benefits or increase the rates. 


Rapid Liberalization Noted 


“Of course, all of this arises out of 
the fact that the clauses as now used go 
way beyond the limits first staked out. 
Originally the benefit was designed only 
to prevent lapsation of the policy. Then 
came the instalment payments with the 
reduction of the face of the policy. This 
was followed by annuity payments with- 
out reduction of the amount of the pol- 
icy. Then, too, the first payment under 
the benefit, a few years ago, would be 
made a year or six months after the fil- 
ing of the proofs. Now practically all 





policies provide that payments. are to 
date from the acceptance of proofs or in 
fact frém the beginning of the disability. 
The fact that merely a three months’ 
waiting period be the prerequisite to 
blend a total disability into a permanent 
and total disability has probably been 
the most potent factor in having so 
many of the disability claims result in 
only temporary disablements. The Met- 
ropolitan in its somewhat limited ex- 
perience reports 17 percent of all cases 
to be recoveries. This is 3% of the per- 
centage of those claims that have re- 
sulted in death. The report of the joint 
committee of actuaries will give us this 
figure for all companies. 


Called Same as Non-Cancellable 


“T cannot be persuaded from the view 
that permanent and total disability bene- 
fits in life policies are practically tanta- 
mount to the ones granted in a non- 
cancellable health and accident policy. 
This development in practice has prob- 
ably been inspired and directed by com- 
petitive conditions rather more than by 
deliberate intent based on scientific prin- 
ciples and founded upon proper experi- 
ence. An important phase of this ques- 
ticn is the view which the: courts take 
as to what constitutes total and perma- 
nent disability. The views are by no 
means in agreement. There seems to 
be a tendency, however, to consider the 
term ‘permanent’ less rigidly or more as 
a relative one. From a paper collating 
court decisions on this question, I find 
such definitions as these: 


Definitions Are Broad 


“*Total disability is such as prevents 
the insured from performing his own oc- 
cupation or the substantial duties there- 
of or any other occupation for which he 
is qualified by native ability, experience 
or education.’ 

“*Permanent disability is such disabil- 
ity as will probably be permanent in the 
light of experience and medical science.’ 

“In one case the court pointed out 
that the policy forms issued by the com- 
panies recognize the temporary charac- 
ter of the benefit, when it says: 

“*The very policy involved here nega- 
tives defendant’s contention that a dis- 
ability to be permanent must continue 
forever. The policy provides that the 
waiver of the premium shall continue 

“during such disability” and that the 
income of $10 ner month shall be paid 
only “during such disability.’ It is fu- 
tile im the face of these provisions for 
defendant to contend that it used the 
word “permanent” in the sense of con- 
tinuing during the life time of the in- 
sured.’ 

Many Complaints Received 


“In the daily routine of our work in 
the department I can not help but no- 
tice the complaints that come in where 
prospects were openly told that the dis- 
ability provision grants benefits in case 
of sickness or accident. In other words 
the policy is represented as a combined 
life and health and accident policy. I 
know that considerable disappointment 
has already been caused to many policy- 
holders. Clearly this should not go on. 
For this reason I was glad to see the 
National Convention of Insurance Com- 
missioners adopt a resolution which I 
fostered, that a committee be appointed 
to investigate the following: 

““(a) The advisability of formulating 
standard provisions for so-called total 
and permanent disability benefits. 

“*(b) The abvisability of prescribing 
reasonable restrictions under which such 
benefits can be included in life policies. 

““(c) The advisability of frankly rec- 
ognizing such benefits as non-cancella- 
ble health and accident policies.’ 

“The committee will report to the 
San Antonio convention to be held this 
month. 

“My interest in this whole question is 
to bring clarity into the situation, by 
seeing that the statute is adhered to and 
discrimination is eliminated.” 


Group Life Insurance Oversteps 


“Group life insurance was first writ- 
ten in this state in 1916. There is 
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now $50,000,000 in force in Wiscops 
In the United States, it is a little 9 


$3,000,000,000. You can see, thers 4 
fore, to what proportions it has 
tained. Here, too, the trend has be 


to overstep the limits under which 
was first authorized. 
“In 1919 the National Conventiog 


Insurance Commissioners adopted 
definition of group insurance which jj 
ited the group (not less than 50) to¢ 


employes of one employer, the premiy 
to be paid by the employer or the 

ployer and employes jointly. This dej 
nition was, by ruling, adopted by 4 
Wisconsin department. My own fe 
ing is that since it is not dignified } 
statute in.this state, it is a form of dé 
crimination because the rates, as yy 
know, are below those charged to jy 
dividual insurants of the same age apj 
under the same form of protection, | 
sought to remedy this in my codif 



































tion. However, in addition to the cop 

missioners’ definition, I added the {q 
lowing: ment 
Law Not Adopted Am 

“No life insurance company doing 


business in this state shall be permit, 
to issue group policies upon members, 
fraternal societies, labor organizatioy 
or vocational groups not directly « 
gaged by a single employer; nor s 
it include so-called ‘wholesale insurance 


whereunder if life insurance is offer New Fi 
to a combined unit. of individuals up 

separate policies at lower rates than Is I 
fered individual applicants, there r 

sults a discrimination between insurant — 
of the same class and equal expectatiogm SAN A 
of life.” This did not pass. b paper ri 
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Would Halt Postal Insurance 


“This addition was made in order 
curb the ever increasing lengths 
which ingenious agents and company @ 
ficials go in order to form groups. Th 
latest example of this is the organi 
tion of a group known as the Feder 
Postal Employes Association unde 
which the organizer and agent has ¢ 
tered into a contract with an unauthor 
ized company to furnish insurance t 
all postal clerks and letter carries 
throughout the United States under om 


‘master policy running to the associationiard, is tl 
It is pointed out to all inquiries of thilpresent d 
state that this form of insurance is ind that 
violation of our law and that the policy{iifmitted to 
holder, under a decision of our own seior premit 
preme court, cannot look to our Wisfithat a con 
consin courts for protection in case dimgate the « 
litigation. posed cha 

“IT am bending all efforts to halt @ it such ch 
least this form of group insurance.” Jermine t 
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HAS A NOVEL TONTINE FUNDBBihe same | 
ee Us 

Arkansaw State Mutual Will Accumti® “The ¢; 
late Mortality Savings from Early Bee the « 
Reduced Death Benefits oe Of 

companies 

ee _facoran, = “*] 

The Arkansaw State Mutual, WOQHBo compa 
started as a legal reserve compaly “Miirates esti 
Little Rock in March, now has @0fing to the 
$500,000 insurance in force. It is OPER nor do pai 
ating only in its home state. It is 4 ™Bdividend ¢ 
tual but expects to change over 0 4iire comp 
stock basis when the accumulated s& Which in 
plus will permit creating a capital of nol values,” 
less than $100,000. The applicatol yy, Cor 
gives each member or policyholdet ™HRVen yfor 
right to subscribe at par for his promHMioig py ¢] 
tion of the capital stock, and also came. 7, \. 
a proxy for a vote in favor of such COMB ovest of 4 
version to a stock basis or for ot surance C 
purposes. 

The policy issued does not reach tt Pi 
full face value until the third year. Mr. Co: 
insuring clause states the death betBthat the J 
fit during the first year, a higher beneii Mortality 
the second year and the amourt of th adjusted 
death benefit thereafter. To compe®"MR (Mutual | 
for the reduced insurance there § ‘ifthe years 
sort of accumulation or tontine ™8MBin i995 
made up from the mortality  saviit mortality 
growing out of the reduction in 0 HBnized py | 
fits, and the shares of surviving polit Valuation 
holders paid to them at the end of ™iBcluded in 
years from date of policy. Tatios of a 

Officers of the company are Lo 20 of the | 
Cadenhead, president; N. M. Wh@lliveriods a 
and R. Q. Patterson, vice-preside™ i periog of 


and R. B. Reynolds, secretary. (co: 





